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At png STYLE 
7, aU A SHOES 


—a jump ahead with the “hot” sum- 
mer numbers . . whites . . punch outs 
. - low heel effects . . spectators 





Look for a big white season—and look to Trip-A-Long 
to bring in the important business in the big $5.00 field. 


White shoes in all types from cas- 
Cuum—8550—tie, ual to dress—and in all sizes, too. 


hit lf—18/8 
dom Velanead Perforated counters, such as 


—— idea these illustrated—right on top in 
oo the style parade. 


stitching. 
The wanted low heels — 11/8, 
12/8 and 14/8—as well as the 
higher heels. 
Spectator types for everybody. 
All over white suede. Tan and 
white. Black and white. Blue and 
white. 
These are the shoes that will sell 
this summer, and bring their buyers 
back next fall. 














CoLtet—8501— White 
suede pump, 20/8 heel 
— smart vamp 

and quarter perfo- 


Datre—8573—sandal. 
white suede, 20/8 heel 
with new interlaced 


cut-out effect; low- 


Above styles 
in stock, $3.00. 
5%—30 days. 





Write for new Trip-A-Long “white” catalog now ready 


Forest Park Shoe Gompany 


Division of Brown Suoe Co., 1610 Washington Ave., St. Louis, Mo. 
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SELLING is no longer—-sweeping 
into a man’s office, covering him 
with a blanket of enthusiasm, get- 
ting the order and walking out. A 
regular series of planned pieces of 
spade work have got to be done to 
prepare the ground for the final 


sale, by the final salesman, in 
orderly form. The man and his as- 
sociates has got to be told what it 
is, why it is, how it is; how much 
money it can make. These steps. in 
orderly sequence are needed to 
make any sale effective today. 

KE. A. CUDA, manager of Buck’s 
Booterie, Hastings, Neb., says: 

“It isn’t so much what happens 
in business that counts but rather 
how we, as individuals, react to 
those happenings. Things have 
been bad down here—mighty bad 
—for a good many years now. We 
haven’t had a crop in all that time. 
and in a farming territory such as 
this, crops are our very life blood. 
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Still, this store, to cite just one, is 
still in business. Things aren't as 
we wish they were but we're not 
complaining. 

“IT think that after you run into 
‘tough breaks’ for a while you sort 
of get used to them, stiffen your 
backbone and oftentimes become a 
better merchant. You have to be 
aggressive, if you're to last. And 
you have to do a good job of man- 
aging to make both ends meet. 

“Tt’s like that, too, with national 
and international affairs. We can 
waste a lot of time and thought 


worrying about the state of things. 
Or, we can ‘put on blinders’ and 
keep a level head and ‘plow ahead’ 
until they get better. The latter 
course is usually the wisest one.” 


* * * 


FRANK NELSON, women’s shoe 
buyer of the Eastern Outfitting 
Company in Sacramento, Califor- 
nia, says: 


(11) 


“If women bought shoes only be- 
cause of necessity and not because 
of the style element, a great many 
less pairs would be sold. Perhaps 
there is some middle ground that 
would be more sane and profitable.” 


* - * 


a= 





eBOSEPH W. HOLMES was elected 
president of the United Last Com- 
pany at a recent meeting of the 
directors, held in Boston, Mass. 

Congratulations to a master last 
promoter who certainly knows his 
wood. We have a photograph in 
our office of James Coward and a 
group of young men diligently at 
work, fashioning lasts by hand, 
taken more than a score of years 
ago. The youngest man in that 
group was Joe Holmes, who learned 
from a master of the human foot, 
the infinite variety of shapes that 
man, woman and child need for 
locomotion on foot. 

Over the years Mr. Holmes has 
had a great diversity of experience 
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and it all fits into his philosophy of 
practical service—the greater the 
style, the greater the need for fitting 
experience. 
* * * 

FFRANK C. NAGEL of the New 
York Custom Cutters Club pointed 
out: 

“Men’s fashions do change tre- 
mendously, if compared over peri- 
ods of five or more years, but from 
year to year the fashion changes 
are expressed in certain trends 
rather than in startling features.” 

Refined and streamlined in new 
fabrics the four-button coat was 
presented at the club’s annual style 
show at the Hotel Commodore, as 
this year’s piece de resistance for 
“men who like to lead fashions 
rather than follow them.” 

Ease, softness and casual comfort 
will be the keynote of this year’s 
fashions. Coats will be streamlined 
and trim at the hips and waist, with 
plenty of width and fullness in the 
chest for easy breathing and arm 
action. 











eBAMES A. CROTTY, that dynamic 
little shoe manufacturer and veteran 
promoter, had a proposition to put 
up to British shoe manufacturers 
for some kind of a new rubber mix. 
And what did he do? He went to 
Washington, stated his case to the 
proper parties, got his passport, ar- 
rived in Genoa on Feb. 20 and hit 
London with a big bang on Feb. 
23. If he continues at the same 
rate, he will tell his story, sell his 
idea and be flying back again. 

It’s amazing how much dynamite 
you can put into a little bit of a 
man the size of Jim Crotty; and 
what a wonderful persuading smile 
goes with the package. 


G ENERAL HUGH S. JOHNSON, 
speaking before business men, said 
recently : 

“Private Enterprise is Best by 
Test. There were other vast areas 
of white man’s country on the 
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—Are we becoming a nation of 
Mental Robots? 


—There are some evidences of such 
a trend. 


—n my travels | meet business men 
in various industries and, as is na- 
tural these days, the conversation 
turns to politics or economics— 
both national and international. 


—In the great majority of cases | get 
the impression that I'm listening to 
a phonographic record. 

—For most that | hear is a rehearsal, 
almost verbatim, of something we 
have heard on the radio or read in 
Sullivan's, Lippman's, Johnson's or 
Dorothy Thompson's columns, or 
lifted from Babson, Kiplinger, 
Whaley-Eaton or some others of 
the predigested politico-economic 
services. 

—lIn no sense of the word is this in- 
tended as a criticism of any of the 
above - mentioned brilliant com- 
mentators. 

—But I'm wondering if the radio, the 
movies, the columnists and the di- 
gest sheets aren't making of us a 
nation of lazy thinkers who would 
be mentally starved were this pab- 
ulum to be denied us. 


S18 Tin 


President 





earth’s surface as rich as ours in 
resource. They are still undevel- 
oped, if not in savagery. We tried 
our peculiar American system of 
private enterprise—based on the 
hope of reward with maximum free- 
dom rather than on the fear of pun- 
ishment with maximum regulation. 
What did it do? ; 

“It peopled a howling wilderness 
of continental extent with the rich- 
est and highest form of civilization 
on the surface of the earth in the 
shortest time in history. It raised the 


standards of living of 130,000,000 
people so far above the level of 
the rest of the world that, in spite 
of any present dissatisfaction here, 
we can look to all peoples and all 
continents and realize that in com- 
parison, in this anxious age, we are 
living here in a veritab'e paradise 
of security and well-being. 

“A free capitalist and profits sys- 
tem spurs men to maximum effort 
and production in the hope of re- 
ward. Or you can go to the Com- 
munist idea of ‘production for use 
and not for profit,’ and force men 
to put out for the state by regula- 
tion and punishment. You can try 
either but you can’t try both at the 
same time. For, of what value is 
the hope of reward if the govern- 
ment stands by to punish any de- 
parture from straight-jacket regula- 
tion by confiscation or restriction 
of reward? It is my earnest belief 
that our present paradox of eco- 
nomic paralysis-stagnation and star- 
vation in the midst of plenty—is 
due entirely to our attempt to make 
this impossible mixture. It is due 
to an attempt to regulate everything 
and to restrict private enterprize in 
peace to some socialistic theory of 
government domination, somewhere 
short of outright confiscation and 
operation of the whole field former- 
ly occupied by private enterprise.” 





LEATHER shortage is acute in 
Germany. Berlin has introduced 
customers’ lists as a part of the 
routine through which the distribu- 
tion of leather to shoe repair estab- 
lishments and the serving and list- 
ing of customers is regulated so as 
to give about equal service to all. 
The essential aim of the measure is 
to prevent persons who already pos- 
sess more than an adequate supply 
of shoes from having shoes repaired 
at different shops and thus obtain- 
ing a greater share of the Reich’s 
limited supply of leather than to 
which they are entitled. Children 


and persons who mainly work in 
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the open are given preferred treat- 
ment by the shoe repair shops, 
others are all treated alike. The 
mechanism of the new routine is 
based on the possession of a cloth- 
ing card, which in theory has been 
issued to all inhabitants of Berlin. 
In order to be placed on the cus- 
tomers’ list, the holder of a card has 
only to present it at the shop he 
prefers to patronize, where it is 
stamped with the name of the estab- 
iishment and the name recorded on 
the list with the number of the cus- 
tomers’ list assigned to the holder. 
Whenever repairs are required the 
card must be presented to show that 
the customer is entitled to a share 
of the leather placed at the disposal 
of the shop by officials. 











A CHINAMAN came over from . 


Chinatown in Boston and called at 
a Boston wholesale store and was 
accommodated with a pair of rub- 
ber boots. He went off much 
pleased, and he came back half an 
hour or so later with half a dozen 
back-scratchers, which he had im- 
ported from China. He handed 
them over to the clerk in apprecia- 
tion of the satisfaction he had got- 
ten from the rubber boots. 


©¢ WEEN Who Glorify Women” met 
in the Club Room at Kaufmann’s in 


Pittsburgh, last week, for a week's _ 


series of discussions on the “Best 
Dressed Career Woman.” The 
speakers included such well-known 
names as Truman Bailey, the artist 
and Omar Kiam, the Hollywood de- 
signer. George Miller of I. Miller 
& Sons, Inc., opened the series on 
Monday night, before an audience 
of 600 women invited to “Meet the 
Men.” Mr. Miller gave first place 
to shoes in the selection of a smart 
career - woman’s wardrobe. He 
stressed the importance of smart 
wedges, serge shoes and patent on 
gabardine and “beauty begins in 
the shoe.” 


MIATTHEW A. CONDON of Jas. 
F. Condon & Sons, Charleston, S. C. 
was on a fashion-scouting trip to 
New York and told us: 

“We all in Charleston feel very 
enthusiastic at present about the 
generous gift of some three thou- 
sand odd acres of virgin soil and 
old plantation of the South for a 
Boy Scout Camp, donated by Wil- 
liam C. Gregg of Hackensack, New 
Jersey, a retired manufacturer and 
world war Y.M.C.A. secretary. This 
was the cu'mination of a successful 
campaign to finance Boy Scout 
work in Charleston.” Mr. Condon 
was the chairman of the campaign 
publicity committee. 

Speaking specifically trade-wise, 
he said: 

“Our business has held up favor- 
ably in comparison with last year’s 
volume. Of course, our Spring in- 
ventory is quite large but we are 
looking forward to a definite up- 
swing of all lines of industry and 
feel certain we'll get our share of 
the business.” 


VALOR in back of the headlines! 
No doubt many have read the ac- 
count in the newspapers this past 
week of the young American who 
was wounded by a Soviet bomb, 
while moving men from a field hos- 


pital, in his work as a member of 
the Finnish Medical Corps. 
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His name is John F. Hasey and 
the back-of-the-headline story is 
that he is the son of F. L. Hasey, a 
director of the Geo. E. Keith Co., 
Brockton, Mass. and in charge of 
the company’s retail stores, and 
brother of Dick Hasey, regional 
manager of the Walk-Over stores in 
metropolitan New York. 

Young John Hasey left Columbia 
to go abroad and when in Paris got 
a job with Cartier’s, the jeweler. 
When the war broke out he joined 
the French Foreign Legion. Unable 
to see early action with the French 
forces he volunteered for service in 
Finland and went with a French 
unit as a lieutenant. He was made 
a captain in the Finnish Medical 
Corps and went right to work. 

When he was wounded, Hasey 
and Lewis Bartlett of New York 
were trying to start the cold motor 
of their ambulance, about 200 yards 
from a field hospital on the north- 
ern Lake Ladoga front. Hasey was 
cranking the ambulance when the 
bomb fell and broke his arm in two 
places. Frozen feet resulted in the 
loss of all but one toe nail. Bart- 
lett, inside, was unhurt. 

Taken to a field hospital, Hasey 
was later transferred to Helsinki 
and then on to Paris where he will 
rest at the hospital, after which he 
hopes to return to Finland with 
more American ambulances and 
more volunteers. 





“Something with metal sides—that a door won't crush!" 
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Shee Merchants In 


FFOR the eleventh consecutive year, Boot AND SHOE 
Recorper features National Foot Health Week with 
the cooperation of the National Foot Health Council, 
which carries the message to the podiatry profession 
simultaneously with the Recorper’s presentation of 
promotional plans to the retail shoe merchants of 
America. 

Answering the question, “What Is National Foot 
Health Week,” it is advantageous to explain at the 
outset for the benefit of some merchants who, up to 
this time, may not have joined in the nation-wide pro- 
motional enterprise, that this is an effort to focus atten- 
tion during one week in the Spring season on the broad 
class of footwear for men, women and children which 
incorporates features designed to promote foot health. 

These foot health features may be arch supporting 
devices or flexible shanks; they may be other features 
of an orthopedic nature or they may simply be features 
of last, pattern or design, having as their purpose and 
objective better fitting shoes. The promotion, in a 
word, embraces every kind of shoe, regardless of 
whether or not it falls within the category of fashion 
footwear, which incorporates features designed to pro- 
mote foot comfort and foot health. Many foot health 
shoes today are also fashion shoes, for there is no reason 
in the world why a good fitting shoe should not also be 
fashionable. 

The dates of National Foot Health Week, April 15 
to 20, were chosen by Boot anp SHoe Recorper, after 
consultation with the National Foot Health Council, as 
those best suited, as determined by the experience of 
former years, for a promotion of this character. Here- 
tofore the dates have usually been fixed for the week 
after Easter, with the thought of giving the merchants 
a promotional push on feature shoes in the week fol- 
lowing the peak of the Spring promotion on fashion 
shoes. This year, however, the early date of Easter 
made it seem advisable to hold National Foot Health 
Week a little after Easter, or about the time it has been 
held in other years when Easter fell in April. 

Spring is the natural season for a Foot Health Week 
promotion, for experience has demonstrated that the 
first warm days of Spring are followed by a certain 

















Illustration on opposite page shows official Foot 
‘Health Week poster design reproduced in the 
official colors. 


A Feature Shoe 
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Promotion 


What Foot Health Week Is and What It Means to 
Terms of Sates and Profits 


amount of foot discomfort which puts many people in 
a receptive mood for a promotional appeal on com- 
fort or health shoes. 

That National Foot Health Week, properly pro- 
moted, can contribute something tangible and worth 
while to the average retail shoe store has been demon- 
strated through the experience of thousands of stores, 
large and small, that have joined in the observance of 
Foot Health Week in former years. Since the month 
of January the Recorper has been publishing a series 
of articles outlining various forms of promotion, 
through newspaper advertising, window displays, in- 
terior displays, etc., all with the objective of getting 
more feature shoes sold right. This week we present 
the National Foot Health Week poster design in two 
colors which in many stores will form the keynote of 
the entire promotion. 


EN many cities and towns, cooperative promotions 
will be launched by the retailers through their local 
associations or through special committees organized 
for the purpose. This cooperative idea is recom- 
mended wherever conditions are such as to make it 
desirable and feasible. But in any event, whether it be 
promoted individually or cooperatively, National Foot 
Health Week has definite sales and profit possibilities 
for every shoe store selling footwear designed to pro- 
mote and conserve foot health. 

Whether your advertising is cooperative and heavy 
enough to need a special section, or a series of pages, 
or a cooperative announcement using the signatures of 
all cooperating stores depends principally upon the 
number of participants. It is better to use at least a 
page for the first announcement. A page that combines 
individual store ads together with the story of the event 
is likely to get attention. Lay out the page to resemble 
a regular page in the paper, using editorial material in 
place of the regular news. 

For other suggestions for the promotion of National 
Foot Health Week, readers are referred to Boot AND 
SHoe Recorper issues of Jan. 20, Feb. 3 and Feb. 24. 
Each of these issues featured an article dealing with 
some important phase of the subject. Other articles 
will follow. Adapt these suggestions to the require- 
ments of your store and your community and build 
a promotion plan suited to your needs. 
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CHILDREN’S FOOT HEALTH PARADE 
(Free Standing Unit Displayer) 
(Right) 


DETAILS: Background panel o 
‘ed in pale yellow. 


paint 
wall board cutout, 


f wall board covered oF 


dark blue with white lettering 


Pennant, 
or reverse. 
ylagstall l-inch dowel painted gold. 
Rubber or wood ball on staff painted gold. Gold cord as 
indicated. 
drums a shown. Copy panels, wall board cutouts 


Toy 
painted white. 
Base %4-inch plywood painted dark blue. 
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3 STEPS TO STYLE AND 
(Below) 
DETAILS: Top pole 1 %-inch dowel painted gold. 3 STEPS letters cut from 14-inch plywoot, painted or 
Drape blue or combination of blue and gold. covered to match round wall plaque: 
Round center plaque of wall board painted pale yellow. Flags C, D and E, wall board cutouts painted dark blue 
Family grouP blowup of Foot Health Poster iilustra- or varying shades with light cream lettering- 
tion. Plaque supported with gold silk drapery cords. 
Stars, dark blue cutouts. Plateau and drums painted medium blue. 
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in later years, today’s children will 

fill somebody's shoes and it’s the 

shoe retailer's job to see that they 
start off right. 


AN exceedingly important part of every Foot Health 
Week campaign should be Foot Health for Children, 
with special emphasis on the education of parents (and 
educators) to greater understanding and appreciation 
of the value of periodic foot examinations by competent 
people, and the importance of good shoes, properly con- 
structed and rightly fitted, during the entire period of 
foot development, from the first step to maturity. 

So much has already been said on the subject that 
you may be inclined to say, “Old stuff,” and read no 
further. Remember, much has been said BUT VERY 
LITTLE HAS BEEN DONE ABOUT IT. And should 
you think, as some do, that such a campaign is com- 
pletely altruistic—something to be undertaken “by 
someone who has a lot of money to spend” (as one 
merchant put it)—-DON’T FOOL YOURSELF. Such a 
campaign is a help and protection for the merchants 
who are doing a real fitting job, as well as a help and 
protection for the children. A recent survey on the fit 
of children’s shoes and hosiery made in a public school 
in Brooklyn and published in the Journal of the Na- 
tional Association of Chiropodists showed 87.75 per 
cent of the boys and girls were wearing shoes “incor- 
rectly fitted.” The report states, “the high percentage 
of incorrectly fitting shoes suggests immediately that the 
average shoe clerk knows very little about shoe fitting 
and practically nothing about foot types.” 


A FOOT Health for Children campaign must be based 
on the important difference between “poor fitting shoes” 
and “poorly fitted shoes,” with special emphasis on the 
rapid out-growing of shoes at certain periods of foot 
development. There must be intelligent, consistent, con- 
tinuous effort to build up the distinction between the 
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FOOT HEALTH 


Let Your Adcertising Educate Children Through Their 
Schoots and Parents to Recognize the Preventive Value 
of Foot Health. Foot Heatth Week Can Be the Beginning of 
an Intensive and Successful Campaign in Correcting and 


Preventing Foot ilis in Later Life Through Proper Fitting 


two terms, and also between the stores that render a 
real fitting service, and those that do not. That there is 
little thought given to these things by the public is 
evident; that such a condition is harmful, is positive. 
The public must be taught to consider and understand 
these differences. A campaign of Foot Health Week 
duration only will not suffice, but it is a good time to 
start. 


AN interesting article in Boot ano SHoe Recorpen. 
December 30, described what the reputable last maker 
has done in modern lasts for children’s shoes: “He has 
lengthened the ball to toe dimension. He has widened 
the forepart. He has widened the shank. He has 
widened the bottom of the heel. He has narrowed the 
last at the top to insure snug fit. The inside sole line is 
straight. . . . Just to round out perfection a bit more, 
these lasts are constructed so as to give the effect of 
support in the metatarsal region, thus providing the 
shoe with a corresponding ‘tendency to hug up to the 
inside of the foot. 

“A shoe made over such a last will give the child's 
foot ample room from ball to toe; ample width across 
the ball and the shank as well; plenty of room at the 
base of the heel for the spread which comes when the 
body weight is placed on that part of the foot—and a 
snug fit all around the top of the shoe and around the 
heel, to prevent slipping.” 

In these statements is a basic idea for a good article 
or talk on HOW a good shoe is designed and con- 
structed, and what it does for the foot so far as fitting 
goes. The many other benefits derived will help to 
make a newspaper article, personal talk, or dramatic 
display. In such a talk, article or display should also 
be shown the wrong side—the harm of improper shoes 
with emphasis on the need for a regular check-up to 
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FOR CHILDREN 


prevent wearing out-grown shoes. “If your child suf- 
fers from wearing out-grown shoes, don’t blame your 
shoe man.” 

It might be a good idea for responsible stores to sign 
a newspaper contract together to run that message every 
day for a year. Make it a part of the campaign to 
convince parents how worth while is the expense of 
good shoes for 7 to 17’ers, when they are out-grown or 
wear out so fast. 


THE children’s angle should be covered, and plans 
made to educate the youngsters as to the function of the 
various bones and muscles of the feet, and the value of 
correctly fitted shoes to their welfare. Even if foot 
examinations are still NOT a part of your local school’s 
health program, you can easily get a hearing for foot 
health talks (minus personal advertising) that might 


by R. E. ANDRUSS 


include everything from the functions of the bones of 
the feet, right through to the correct fitting of the shoe, 
and why feet cannot function or grow properly in ill- 
fitting shoes. Explanatory sketches or diagrams should 
visualize the points you want remembered. They. might 
also illustrate a folder that the children can take home 
to their parents. In talks to children stress the positive 
rather than the negative side—the benefits more than 
the harms. Youth shies away from thoughts of pain 
and illness. Sell girls shoes as beauty aids. Sell boys 
shoes that give them an edge in sports and play. 

Many stores have developed a regulation plan for 
the fitting and checking of children’s shoes. All stores 
should have one, not only to assure accuracy in fitting, 
but to overcome parental insistence on specifying size. 
If this is augmented by a card file. and a regular check- 

[TURN TO PAGE 45, PLEASE] 
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National Foot Health Week can be a co- 
operative promotion on the part of shoe 
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merchants. At the right is an ad that 
could be used by the local shoe retailers 
together. Copy could read as follows: 
“Youth must be taught foot construction 
and function. Teach them how to care for 
their feet with well-fitting shoes. Tell them 
how much depends on correct fit for com- 
fort in sports, social and business life.” 
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OUTLOOM 


Run up the “Blue Flag’’—A Victory for Color Cooperation 


THE last rugged individualist will undoubtedly be a 
retailer and—in our belief—a shoe retailer at that! His 
brand of personal freedom “to do what he pleases” has 
many virtues but in the light of the last ten years, a 
number of glaring faults. Cooperation is an economic 
necessity if businesses are to live, in this day and age, 
because no one brain is competent to know it all and to 
make decisions arrogantly. 

The rugged individualist in the shoe store may turn 
out to be a bull in a china shop, when—for the want of 
a little thinking—he might be an orderly business man, 
safeguarded by the collective intelligence and experi- 
ence of his craft. We knew a rugged individualist who 
bragged that “when the trade conference goes one way, 
I go the other.” He no longer is in business because he 
found himself out of step with the public and his styles 
and colors queerly different from the prevailing mode. 
Opportunism may give the thrills of retailing adventure 
—but orderly business practiced with patience and per- 
severance wins out. 

It’s all right to be free and independent but no one 
store lives alone. It must abide by the common touch 
of the wants and desires of the public. You see, this 
season, a splendid example of cooperative effort—effec- 
tive in nearly all stores, everywhere. 


The cooperative effort stems from the zealous evan- 
gelism of one man—Harry E. Fontius of Denver, who, 
as Chairman of the Color Identification Committee of 
the National Shoe Retailers Association, a year ago 
assembled a little group of tanners, manufacturers and 
retailers and said: “Color is of enormous importance 
in women’s shoes. You saw, before your eyes, at last 
season’s Color Conference, a collection of thirteen dis- 
tinct shades of blue—the whole rack bearing the label 
‘Parisian Blue.’ It indicated the individualism of tan- 
ners and their interpretation of what they thought 
Parisian Blue should be—even though they had been 
furnished with the key color. 

“Such color confusion cannot continue because every 
woman going into the store for a Parisian Blue shoe, to 
match her costume, is only going to have a 13-to-l 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


chance of getting precisely what she wants. What an 
appalling waste! It certainly is time for us to have real 
color identification.” 

That Committee, after a year’s work, can now see the 
real fruits of its labors in this year’s domination of two 
colors—BLUE JACKET BLUE and SKYWAY BLUE. 

Blues of Springtime 1940 are true blue in the sense 
of the common acceptance, the country over, of blues 
that blend with most any shade in apparel. 

We had occasion to check at the “Spring Rhapsody 
in Blue” Fashion Show, held at the Ritz-Carlton Hotel 
in New York last week; and to double check it in the 
Easter outfit selected by Mrs. Franklin D: Roosevelt in 
a blue wool ensemble for Easter Sunday’s wearing. And 
as one newspaper put it: “She maintains her dignity 
without losing the common touch.” 

The first Spring blues in the shoe windows of New 
York are the best endorsement of the new cooperative 
philosophy of color identification; and our compliments 
to the triple committees of tanners, manufacturers and 
retailers. What has been done once, successfully, can 
be done again. 

There will be an opportunity at the next National 
Styles Conference, at the Waldorf-Astoria on April 1 
and 2, for the continuance of this work—which has the 
additional merits of simplification, standardization and 
the elimination of style waste in a year when it is very 
important to be color right. 

The blacks of Winter, the blues of Spring, the whites 
of Summer and the browns of Autumn are as rhythmic 
as the seasons themselves. If the automobile industry 
spends a fortune in the determination of popular colors 
for cars; if all other industries from kitchenware to 
carpets find their products salable in the right colors 
and unsalable without, who are we to be such rugged 
individualists that we can ignore the common taste to 
gain a slim satisfaction of “being different”? 
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CONFIDENTIAL REPORT ror DEALERS 


SUBJECT: CONFORMAL FOOTWEAR COMPANY'S GROWING IMPORTANCE IN CORRECTIVE FIELD 




























-- DAPORTANT NEW OUTLETS -- ADDS ONE OF LARGEST ESTABLISHED EXCLUSIVE ORTHOPEDIC 








STORES IN EAST AS START OF BIG EASTERN EXPANSION DRIVE 








DATE: 3/9/40 This week the swing to CONFORMALS is again emphasized 

as they become the featured first line at the FOOT HEALTH INSTITUTZ, 1623 Chestnut 
St., Philadelphia -- one of the largest exclusive distributors of orthopedic shoes 
Th the cast, operating stores in Trenton, Wilmington, Harrisburg and Lancaster, 

This outstandingly successful organization, recognized amongst the leaders in the 
field, decided to adopt CONFORMALS because their wide experience in expert correc- 
tive fitting has proven the limitations of ordinary shoes standardized for "average" 
feet. After careful investigation, they have chosen CONFORMAIS because of their 
keen recognition of the unequalled fitting and sales advantages of this revolution- 
ary new footwear, 











The fitting advantages, of course, are obvious, CONFORMAL'S exclusive Plastic 
Insole provides an individually-moulded fitting for the special arch and sole re- 
quirements of each different foot, with automatically-balanced support, in a way 
never possible before. This in turn naturally insures greater consumer satisfac- 
tion, more repeat sales, and the matchless advertising advantage of a patented prin- 
ciple no other shoe can claim. 








Other important new outlets recently added or about to join the ranks include 
leading retailers in: 


MILWAUKEE, WISCONSIN SPRINGFIELD, MASSACHUSETTS 
MEXICO, MISSOURI PAMPA, TEXAS 

HOUSTON, TEXAS MADISON, WISCONSIN 

FORT WAYNE, INDIANA PARK RIDGE, ILLINOIS 
INDIANAPOLIS, INDIANA PEORIA, ILLINOIS 

BROOKLYN, NEW YORK WATERTOWN, WISCONSIN 








CORONA, LONG ISLAND, NEW YORK PITTSBURGH, PENNSYLVANIA 





Many new outlets will soon be se- 
FCOMMENDATIONS: lected in big Eastern promotional 
campaign, Alert merchants should 
WIRE or WRITE NOW for details of 
exclusive franchise proposition. 













CONFORMAL FOOTWEAR CO. 


Division International Shoe Company 
1509 Washington Ave. e Saint Louis 
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PRIVATE FITTING BOOTHS 


For Correetive Shoe Customers 


How a Boston Shoe Store Renders Foot Health Service of a Professional 


Character and Reflects the Professional Atmosphere Through Its Ar- 


A salesman of the Sterling Shoe 
Store takes care of a customer 
who needs special foot atten- 
tion in one of the fitting booths. 
To the right can be seen a por- 
tion of the waiting room and 
one of the divans for the cus- 
tomer’s comfort. 


rangement and Facilities 


WHILE many merchants in many parts of the country by their skill in fitting 
hard-to-fit feet have earned for themselves not only the respect but the active 
support of doctors and orthopedic specialists, it has remained for Thomas J. 
Connors, who manages the Sterling Shoe Store at 51 Temple Place, in Boston, 
to go one step farther and to impart to his store not only the fact of professional 
service, but the appearance as well. 

Reasoning that if the medical profession finds it advisable to protect the 
patient by having private consultation rooms in which symptoms may be freely 
discussed without embarrassment, Mr. Connors reached the conclusion that it 
was not unlikely that customers with abnormal foot conditions might be simi- 
larly sensitive. 

“In other words,” he says, “few women like to come in a store, seat them- 
selves beside another customer and discuss a foot condition which, while it may 
be nothing more than an incipient bunion, nevertheless makes them self-con- 
scious. And this theory, I believe, applies with double force in the case of 
women customers who come in with a doctor’s prescription. We have many of 


these.” 
What to do about it? [TURN TO PAGE 43, PLEASE] 
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FIRES vs. FAILURES 


There is scarcely a shoe dealer in America who isn’t 
convinced that it is good business to insure his inven- 
tory against loss by fire. Fire insurance isn’t a major 
item of cost; yet it is one that is universally accepted. 
Casualty companies have built up complete and 
reliable statistics on the shoe store experience. The 
fact is: average annual fire losses among 10,000 shoe 
stores amount to slightly more than 1/20 of 1% of 
the inventory valuation. 

On the other hand loss due to business failure among 


are not complete but estimates indicate that the 
dollar loss annually is about ten times as much as 
that caused by fire. Furthermore, it has been 
pointed out many times that the average life of all 
business organizations is but seven years. If this be 
applied to shoe retailing, it means that 14 stores out 
of every 100 are doomed to failure or reorganization 
each year. Therefore, if you, as a shoe merchant, 
could simply call up your insurance broker and order 
a life insurance policy on your business, you would 


shoe stores is much greater. Statistics in this field no doubt do it as readily as you buy fire insurance. 


LIFE INSURANCE 


FOR YOUR BUSINESS 





The Miller Orthopedic program provides just such insurance 





—not in the form of a written contract binding you or tying 





2018—Epsom tie 


Drestred last, 14/8 
Wood celluloid heel, 
Black kid six eyelet 
tie, Patent stripping 
on tip and foxing. 
Long inside counter 


your store and your knowledge of shoes and feet up with a 
2049—Alton tie 
Tredmor last, 13/8 
Heel, Rub top, Blac 
kid seven eyelet tie, 
‘ inside counter 
AAAA toE 4 to 10 


national trademark which you do not own, but in the form of 


a flexible plan giving you an open road to safe, sound profits Long inside 
4% to 10 : 


based on your own initiative. It is a program that turns your 
special knowledge of feet and how to fit them into profits, 
one that rounds out your service in your community, one 


that keeps the “problem feet” coming back again and again. 


Miller Health Shoes are built over the finest collection of 





scientifically developed orthopedic lasts in America and they 
1990—Rosella tie 

Health last, 12/8 

Wood Kantscuff heel, 


White kid six eyelet 
Gypsy tie, Long in- 


2040—Polk tie 
Harmon last, 14/8 
tan leather heel, 

ite sport calf six 
eyelet tie, Long in- 


are built in such a way as to retain the fitting qualities of 


these lasts. If you would buy life insurance for your busi- 


side To. 4 ‘ side counter 
4% to 10 ness, look into the Miller Health Shoe program at once. AAAA t © 


WEST COAST WHOLESALE DEPT. 
690 S. Bonnie Brae, 
Les Angeles, Cal. 


aye NL oi 
Miler rosin SUES 


; CINCINNATI, OHIO 


CHICAGO OFFICE 
1208 Republic Bldg. 


NEW YORK OFFICE 
754 Marbridge Bldg. 





THE MILLER SHOE COMPANY .. . COOK and ALFRED STS. 
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Spring Opening 


Myers Brothers, well-known Spring- 
field, Illinois, apparel store, recently 
announced the opening of the Spring 
Season with a sample room showing of 
the shoes actually in stock in their 
main floor shoe department. The mass 
display made it easy for the customer 
to get a complete picture of the styles 
and colors available for Spring. 

Large newspaper ads were used to 
announce “An Invitation To Attend 
Our SPRING SHOE PARADE—A 
Table Showing of Every One of Our 
New Spring Styles Thurs., Fri., Sat.” 

“Every pair of shoes recently ar- 
rived,” said Mr. Carl M. Kramp, “was 
conveniently displayed on white-cov- 
ered tables for the inspection of our 
customers. It proved to be quite a 
practical idea as many sales resulted 
from customers who were just taking 
advantage of the invitation to see the 
shoes.” 

aa 7 * 


Storm Warning 


The Browning King Clothing Store, 
across the street, has an interesting 
display of sturdy men’s shoes for the 
early Spring. Small flags, such as used 
by the government to give storm warn- 
ings, are hung in the back of the win- 
dow with the implication that though 
Spring may be near at hand, we can 
still expect many rainy and damp days 
during which sturdy-weight shoes will 


give useful service. 
gr a 


The Silent Salesman 

An open display, self-help hosiery 
case, situated in the front of his re- 
modeled store, is selling men’s hosiery 
and socks faster than they ever sold 
before, and to more customers, finds 
B. W. Price, proprietor of Price’s Shoe 
Store, Market Street, San Francisco. 

This modernistic hosiery display 
was designed by Mr. Price and espe- 


cially built for him. Of natural fin- 
ished wood with shelves edged in 
black, the case is four feet high by 
thirty-six inches wide by five feet long. 
it has three shelves at either end and 
four tiers of drawers on one side, five 
tiers on the other, giving maximum 
storage and display space for a wide 
variety of hosiery. The case is topped 
with a bronze shelf and a lamp which 
sheds diffused light over the brightly 
colored and patterned socks on dis- 
play on open shelves and counter top. 
One pair of each pattern and style of 
stock is kept always on display so that 
customers entering and leaving the 
store cannot miss them, and may 
touch, handle, choose and help them- 
selves to their hearts’ content. 

“I realized that people don’t like to 
look at merchandise through glass,” 
says Mr. Price. “If you put the goods 
out where they can feel them in their 
hands, the goods are already half sold. 
We attempt to sell socks to every man 
who buys shoes. There is no high 
pressure used, but still we don’t miss 
many of the customers. That’s where 





the display case goes to work. By 
having it right inside the entrance, 
the hosiery is right under the cus- 
tomer’s eyes as he enters or leaves the 
store. And a salesman is always near 
to take advantage of any interest 
shown in the shoes.” 

Mr. Price believes that this type of 
open display adds to the attractive- 
ness of the store and sells as much 


hosiery as an extra salesman. 
a * * 


Happy Birthday 


The Walk-Over Shoe Store, 548 Fifth 
Avenue, New York City, is celebrating 
their first anniversary at their new lo- 
cation with a birthday display in the 
window. 

In the center of the window is a 
large cake, three feet across, and 
topped by a long white candle. A num- 
ber of the store’s recent Spring ar- 
rivals are arranged around the top of 
the cake. The window is attractively 
decorated with crackers and other 
birthday souvenirs. Several pairs of 
shoes are wrapped as birthday pres- 
ents and tied with bright ribbons. 

A huge birthday card in the back- 
ground says, “Happy Birthday—We’re 
celebrating a year at this new address 
and a Spring Collection that’s brim- 
ming with Fashion.” 

* * # 
Shoe “Check-Up” Days 

Shoe stores and departments con- 
ducting a repair business will be in- 
terested in a national campaign called 
National Shoe “Check-Up” Days, 
March 18-23. It is a campaign to cre- 
ate a desire for shoe service on the 
part of the public, and at the same 
time acquaint the public with the en- 
tire service and products of the shoe 
repair industry. 

During these six days the public 
will be invited to bring its shoes, in- 
cluding those which have been cast 
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BEST IDEA OF THE WEEK 
THEY ALL SELL SHOES 


(Worth & Worth, Ltd., 603 Fifth Avenue, New York City) 


O. P. Ideator—*This is a very attractive shoe depart- 
ment you have here, but you'd never think it is so large 
by looking at the few shoes you have in the window.” 


Mr. C. S. Bloom—*Well, you see this is a clothing 
store and my department here on the second floor is 
usually allotted about eight pairs of shoes in the win- 
dow display.” 


O. P. Ideator—“Doesn't it scare prospective custom- 
ers away seeing only eight pairs of shoes in the win- 
dow? They might think that the stock in your depart- 
ment is proportionately small.” 


Mr. Bloom—“Some of our customers drop in after 
seeing the shoes in the window, but considerable busi- 
ness comes from the secondary approach—by that I 
mean business from customers recommended by sales- 
men in the other departments. 

“T’ve been in charge of this department for about 
four and a half months and during that time I’ve made 
a conscientious effort to sell my department to the 
salesmen in the rest of the store.” 


O. P. Ideator—*Selling your shoes through the sales- 
men in the rest of the store sounds to me like an ingeni- 
ous approach to the public.” 


Mr. Bloom—‘“For one thing it’s surprising how many 
people who work in stores have poor feet—possibly it’s 
due to standing on hard floors all day, possibly it’s due 
to mis-fit shoes, possibly it’s due to not taking proper 
care of their feet. When I hear of somebody in the 
store who has foot trouble, I have a little friendly chat 
with him to see if I can find the source of the discom- 


fort. If it is a matter of improperly fit shoes, I explain 
to him what the trouble is and tell him that I can help 
him. When I get him in the department, I spend con- 
siderable time fitting him perfectly to a pair of shoes. If 
I succeed in making him ‘foot happy’ he becomes one 
of my best salesmen—he just can’t help but recommend 
my shoes to his customers. 

“I also give 25 cents to every salesman who is instru- 
mental in bringing a customer into my department.” 


O. P. Ideator—*Has it paid dividends?” 


Mr. Bloom—“Well, during the month of January I 
paid out $20 in 25 cent pieces but it meant 80 extra 
sales that just wouldn’t have been made. I also ran 
a little contest offering the high man for the month a 
free pair of shoes—any shoe .n the store. Close com- 
petition added zest to the contest and the winner re- 
ceived better than $15 in cash and merchandise, but 
it was money well spent on my part.” 


O. P. Ideator—*“As 1 came into your department, | 
overheard you recommending a customer to try a shoe 
store down the street for a certain shoe. It sounded as 
if you were driving customers away.” 

Mr. Bloom—“No, to me that’s just good business 
ethics. If I can’t please a customer with one of my 
shoes, I still like to help him, so I suggest other stores 
that might carry the model he wants. That customer 
will remember that I did a good turn for him one day, 
and he'll come back again sometime. And if he tells 
the salesman in the other store that he dropped in on 
our recommendation, that salesman may do the same 
thing for me some day.” 





aside, to local shoe repair departments 
displaying an 


Dear Sir: 
identifying banner. 


Repeated letters addressed to your 


only assume that 





the family must 
either be away from home or that our 


These repairers without charge will 
carefully examine the shoes and pre- 
pare a Shoe Condition Report which 
will show what work is necessary to 
be done in order to put the shoes in 
serviceable condition for continued 
economical wear. A service estimate 
of the cost of such repairs will appear 
on the chart. If the shoes are beyond 
repair or not worth repairing, this 
fact will be noted on the Report. Re- 
pairers will be on the lookout for foot 
irregularities which will be indicated 
by abnormal wear, wearers of such 
shoes will be urged to see an ortho- 
pedic specialist. 

Further information on the promo- 
tion can be obtained by writing to 
SHOE repair SERVICE, 815 Mart 
Building, St. Louis, Mo. 

® #2 


Sure Fire Letter 


Here is a forceful collection letter 
adapted from one used by a midwest- 
ern store with excellent results when 
milder methods have failed. 


home regarding the enclosed account 
dating back to .... last, 
having brought no response, we can 





What no 

Angeles must feel that beauty 

alone is enough to bring in the 
customers. 


correspondence has not reached you. 

We have therefore taken the liberty 
of sending this letter to you at your 
business address—taking the precau- 
tion to register it—so that it may 
reach you personally, when we know 
that the matter will receive immediate 
attention. Our records indicate that 
it has been your practice to take care 
of your accounts promptly when they 
become due, and it is naturally our 
desire to obviate any adverse credit 
rating which you might otherwise suf- 
fer over a matter with which you have 
possibly not been made familiar. 

Regretting the necessity of troub- 
ling you at your place of business, and 
thanking you for your patronage, we 
are 

Sincerely yours, 


* * . 
“NAVY very American — very 
fashionable—very versatile.” 
(Volk, Dallas) 
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Heading the new shoe manufacturers’ group are B. Harrison Cort, Chairman of the 
Board, center; Lawrence Russell, Vice-Chairman, right, and W.L. Gleason, president, left. 


NEW 


SOUTH 


SHORE GROUP 
LAUNCHES VIGOROUS PROGRAM 


Will Foster Spirit and Traditions of Famous Brockton Area, While 


Enlisting Cooperation of Younger Shoe Executives and Thereby Profiting 


from the Infusion of New and Forward-Looking Promotion Policies 


EBROCKTON, MASS. — Although 
only a few weeks old, the newly- 
organized Southeastern Massachu- 





setts Shoe Manufacturers’ Associa- 
tion, numbering among its mem- 
bers representatives of practically 
every shoe house in Brockton and 
vicinity, already has swung into 
vigorous action with a well-formu- 
lated program based on the belief 
that individual firms can best serve 
themselves by cooperating with 
others as part of an integrated 
group. 

This association, which recently 
succeeded the Brockton Shoe Manu- 
facturers’ Association, plans in gen- 
eral not only to foster the spirit 
which for generations has made 
this part of the state famous for its 
footwear, but also to enlist in its 
service the younger generation of 
executives now in its ranks and 


Left, David Quigley, secretary of the 
new association, and, right, Hector 
Lynch, treasurer. 


those soon to enter many of the old 
established companies. 
[TURN TO PAGE 47, PLEASE | 
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It probably is—because Style Men 
everywhere find that BREASTLOCK 
HEELS enable them to attain new 
close-coupled effects and eliminate 


the danger that comes from using 


high Cuban Heels. 


Formerly Style Men didn’t dare try for close-coupled 
effects on high straight-front or Cuban heels. Finally 
we found out what was wrong with high heels and did 
something about it. We offered style men heels that 
were scientifically designed to strengthen the shoe at 
its weakest point, the heel breasting; heels designed to 
eliminate kick-back and kick-under; heels designed to 


eliminate wobble. 


And you'll be pleased to know that, in spite of all these 
advantages, most types of shoes cost no more with 


BREASTLOCK HEELS; some cost less. 
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56-YEAR-OLD 


Byck Brothers, Well Known Shoe Firm of At- 

lanta, Ga., Celebrates Its 56th Anniversary This 

Year and Moves into a New, Completely Mod- 
ern Building 


This architect's drawing shows the street 

view of the new Byck store with its modern 

arrangement of wide angle window display 
space. 


**COME to our housewarming tomorrow. We've 
moved around lots lately—now we're all settled in our 
new home—and it’s a honey. . .. Won't you come and 
see us—tomorrow?” Such was the invitation extended 
to the Atlanta patrons of 56-year-old Byck Brothers a 
month ago in an advertisement announcing the opening 
of their new store. The store moved to temporary 
quarters last July 4th, and made a second move to 221 
Peachtree Street, across the street from their permanent 
location on September 11th. Alterations on the perma- 
nent quarters necessitated this move, since the new 
store would not be ready for permanent occupancy until 
January, 1940. 

The new quarters offer a corner location on one of 
the busiest streets of the city. The store front is modern 


STORE IN NEW 
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The very latest develop- 
ments in modern store 
design and equipment 
make the Byck store one 
of the most up-to-date in 
the country. Note the 
trough type fluorescent 
lighting arrangement over 
the main selling space. 


HOME 





in treatment, of white Georgia marble, aluminum and 
black glass. Because of the corner situation window 
display space is greatly increased, and an attractive 
fluted column at the corner of the building adds to the 
beauty of the front. 

The interior is finished in soft tones of blue, with a 
blue rug, beige and blue rubber tile at the front and 
rear of the room and faun colored individual chairs 
upholstered in blue leather to match the rug. Sun-tan 
mirrors, coupled with fluorescent daylight illumination, 
make this interior pleasant and comfortable. The rub- 
ber tiling and a vaulted ceiling deaden sound, providing 
a restful place in which to shop. 

The store has a 21 foot front and is 80 feet deep. 

[TURN TO PAGE 43, PLEASE] 
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Mothers Not All Alike 


[CONTINUED FROM PAGE 20] 


can let loose a little, perhaps, in her 
vanity case, her costume jewelry and 
the sheerness of her hose. But even 
these should have a certain dignity and 
durability. 

That’s all very fine. And we agree 
with it up to a certain point. But don’t 
forget there are as many kinds of 
mothers as there are women. There 
are young mothers—young in spirit 
and taste, if not in years. So why not 
sweeten your Mother’s Day merchan- 
dise with a few strikingly new styles 
and see if style-minded sons and daugh- 
ters are not grateful to you. You will 
be selling some of them their first 
Mother’s Day gifts, we are willing to 
bet you. And take a tip from your 
Christmas selling experience. When a 
customer shops for shoes for himself, 
try suggesting a purchase for Mother’s 
Day at the same time. 

Another important selling angle for 
May 12th is the idea of the “style for 
the occasion”—the slipper, the hand- 
bag, etc., designed for definite types of 
costumes, casual, tailored and dressy. 
A woman—even a very conservative 
woman—can do with more than one 
type of boudoir slipper or bag. Two 
pairs of boudoir slippers are not too 
much for any woman—a best and an 
every-day pair. The same is true of 
bags, of gloves, of stockings, etc. The 
question of color also enters into the 
picture, especially for the Summer 


months when more costume colors are | 


worn. 


The merchandise shown on these 
pages offers a wide range of styles in 
the two main items, slippers and bags. 
In slippers we have shown everything 
from very casual shoes—suitable for 
any occasion from informal street to 


hostess and boudoir wear—to the staple | 
boudoir type. We have selected very | 


tailored and very soft feminine styles 
in a variety of patterns, materials, 
colors and treatments. 

In handbags we have chosen four 
models, varied in type and suited to 
different occasions and different tastes. 
All are large enough to meet the needs 


of a busy woman with many activities | 


and duties. 

Stockings, they tell us, sell best for 
Mother’s Day when they are in unusual 
and attractive containers, like the two 
ideas shown here. 

Always a popular gift item is the 
vanity case. And here again there are 
many kinds for many types of women 
and occasions. The ones shown here 
have two important features. They 
have a plain surface allowing for en- 
graved initials or appropriate senti- 


ment. They are made with a single | 





BUSTER BROWN 


OFFICIAL Girl scout Shoes 














National Girl Scout Week is 
March 12 to March 18. Re- 
tailers of Buster Brown Offi- 
cial Girl Scout Shoes who 
tie in with special promo- 
tions will find this 

week a real oppor- 

tunity to increase 

their juvenile busi- 

ness. 





Capitalize on the increased interest in Scouting during Girl Scout Week by 
featuring Buster Brown Official Girl Scout Shoes in interesting displays with 
other Scouting articles, in your windows and inside the store, through local 
advertising and by special contact work with the Girl Scouts and Scout 
leaders of your community. 


Buster Brown Official Girl Scout Shoes are made over scientifically pro- 
portioned lasts, made of finest quality, strong supple leathers. All styles are 
authorized and approved by the National Headquarters of Girl Scouts, 
Inc., before they become “Official.” 


They are offered in a balanced line, in styles girls like, for hiking, 
school and dress. Their high quality material and construction make 
them fine shoes, produced in accordance with the 
rigid specifications of the Girl Scout organization. 
Retailers who handle Buster Brown Official Girl 
Scout and Buster Brown Official Boy Scout Shoes say 
they are the best sales builders in the juvenile field. 
Why not write for details? 


Manufacturers 


‘Ssrown Shoe Gompanyy s1'1%i 





large compartment for powder or with | 


three compartments, for powder, for 
rouge and for lip salve. 

Costume jewelry is also a very ac- 
ceptable and attractive gift to most 
women. It will give a festive air to 
your Mother’s Dey promotions. 


OFFICIAL 


BusTER BROWN =" 
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Cava Baton 


NURSES SHOE 


AND 


NATURE STUDY SHOES 


Are now manufactured and will be actively promoted by the O’Donnell 
Shoe Company. Clara Barton, responsible for the founding of the Red 
Cross, is a name known and idolized by nurses and hundreds of thousands 


of women. 
CLARA BARTON SHOES 


are specially designed with a roomy 
Orthopedically correct last. They al- 
low extra perfect ventilation, have silk 
stocking inside smoothness, and hold 
their trim shape longer. They are cor- 
rectly styled and have many other fea- 
tures that make them ideal for nurses 
and active women, subject to foot tired- 
ness. 




























NATURE STUDY SHOES 


FLEXIBLE ARCH 











A well styled shoe with the important fea- 
ture of a soft, flexible arch that assures 
comfort. This leverage heel definitely con- 
serves and helps promote the health of 
normal feet. Ideal numbers for every age 
of women and miss who are interested in 
style, plus natural ease “Nature Study” is 
known and the name can be featured with 
confidence. 











A comprehensive plan of advertising, 
backing the above shoes will bring 
stores comprehensive volume. Write or 
wire for full information. 














O’DONNELL SHOE COMPANY = 


Humboldt, Tennessee of 











THIS WEEK IN THE 


i FN TAN 


1940 


Saturday, March 9, 


BOOT anv SHOE RECORDER, March 9, 1940 


SHOE TRADE 


[33] 





National News 





Quality Lines Continue New York Showings 





Manufacturers Signify Intention to Exhibit Fall Styles in May 
Under Auspices of Newly Formed Quality Footwear 
Fashion Showings, Inc. 


New YorkK—The May opening of Fall 
shoe promotions, customary in New 
York under the Shoe Fashion Guild of 
America, will be continued as the Qual- 
ity Footwear Fashion Showings, Inc., 
under the personal management of Wil- 
liam R. Parrott, ex-manager of the 
Guild, which suspended operations on 
February 1, 1940. 

The May opening will draw its cus- 
tomary audience of merchants and buy- 
ers of quality shoes because they have 
already signified their intention to come 
to the New York market that week. 
Ex-president George Miller made the 
statement that retailers have asked for 
a New York market week in May be- 
cause it is a “natural” for them to come 
to New York for the quality emphasis 
orn new fashions, colors and patterns 
for Fall. 

The independent operation of the 
Biltmore Show by Mr. Parrott is an 
unofficial continuance of the plan devel- 
oped by the Shoe Fashion Guild and he 
reports a number of former members 
of the Guild have signed up for the new 
Quality Footwear Fashion Showing. 

Mr. Parrott says: “I have had the 
pleasure of greeting anywhere from 700 
to 1200 buyers and merchandisers at 
each of these affairs, and I know from 
actual experience that retailers are defi- 
nitely interested in the particular type 
of showing with which I have been 
associated, and I know the manufac- 
turers are heartily in favor of retaining 
the early seasonal opening dates as well 
as the form of showing which was es- 
tablished by the Guild. 

“It seems imperative that the heart 
of any seasonal opening must be made 


up of a group of quality manufacturers 
in entire agreement regarding the open- 
ing dates and fully protected by limited 





WILLIAM R. PARROTT 
Manager of new Quality Footwear Fashion 


Showings, Inc. 


invitations to retailers and the proper 
policing to assure privacy. The attrac- 
tion to New York heretofore was the 
seasonal opcning of the Guild lines, but 
it rapidly became the seasonal opening 
of the entire industry with widespread 
benefits to all. The proper date is the 
most important thing for the industry. 
The top lines must be in agreement, 
and the lower priced lines must under- 
stand that these top lines are entitled 
to a certain degree of privacy and dis- 
tinction. This gives tone to the affair 

and lends dignity to the industry.” 
Endorsement of the Quality Foot- 
wear Fashion Showings have come to 
[TURN TO PAGE 37, PLEASE] 


Style Conference 
And Leather Show 


New YorkK—The N.S.R.A. Style Con- 
ference and the Official Showing of 
American Leathers by the Tanners 
Council of America for Fall and Win- 
ter, 1940, will convene on Monday and 
Tuesday, April 1 and 2, at the Waldorf 
Astoria Hotel, New York. 

The Textile Color Card Association 
will also provide a complete showing of 
the new Fall and Winter costume fab- 
rics which will be made available for 
inspection and use at the session of the 
various committees. 

In planning the program of events 
for the coming Style Conference, par- 
ticular attention is being given to fea- 
tures that will be of most interest and 
benefit to retailers. The concluding 
feature of the opening program will be 
a fashion show, featuring costumes for 
Spring and Summer, with appropriate 
shoes and accessories. “One good idea 
will repay you for your trip to the Style 
Conference and Leather Show,” the 
National Shoe Retailers Association is 
reminding its members. 


Northwestern Retailers Group 
Names Committees 


MINNEAPOLIS, MINN.— Howard E. 
Sandum, president of the Northwestern 
Shoe Retailers Association, has named 
his permanent committees which will 
function during the ensuing year. 

A. R. Krohn, E. C. L’Esperance, J. 
W. Samuelson, L. A. Zieske, H. W. 
Webb, Arthur Johnson, A. T. Ander- 
son, O. H. Schuler, A. J. Reinhardt, 
Chester Nelson, E. A. Rice, L. H. Rich- 
mond, W. C. Koch, Jack Johnson, and 
Lee Woods make up the personnel of 
the membership committee. 

H. S. McIntyre is chairman of the 
legislative ‘committee which also in- 
cludes Roy T. Sorenson, and Otto H. 
Schuler. 





[34] 
Well Known Dubuque Store Modernized 
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Dubuque, lowa-—This well known store, the Bott Shoe Store, owned 
and operated by Mrs. A. Lincoln Bott, recently celebrated its 52nd anni- 


versary by being completely 


remodeled and modernized. During its 


entire existence, the store has operated successfully and continuously at 
the same location, 640 Main Street, here. 





Paul Sterne Assistant to 
Mitchell & Peirson Head 


PHILADELPHIA, Pa.—Mitchell & Peir- 
son, Inc., tanners, have announced the 
appointment of Paul Sterne as assis- 
tant to the president, W. C. Hunneman, 
Jr., which office he is well qualified by 
experience to fill. Mr. Sterne for a 
long period of years was connected in 
a similar capacity with J. Mayer & 
Sohn of Offenbach, Germany, where he 
was the hight-hand man of Robert von 
Hirsch, president and guiding spirit of 
J. Mayer & Sohn, until the time of his 
retirement in 1936. 

Mr. Sterne brings to Mitchell & Peir- 
son a wealth of knowledge gained 
through his very wide experience in 
various countries of Europe and in 
America while associated with the 
Mayer tannery. J. Mayer & Sohn, one 
of the largest and best known kidskin 
tanneries in Europe for years, held an 
important international position. 


Marcus Succeeds Lewis as 
Pomeroy Shoe Manager 


Harrissurc, Pa.—Stanley J. Marcus, 
formerly manager of the shoe depart- 
ment of Pomeroy’s Wilkes-Barre store, 
buying shoes, bags and unbrellas for 
about three years, has recently taken 
over the duties of manager of the shoe 
departments of Pomeroy’s in Harris- 
burg. He succeeds W. Willard Lewis. 

Previous to his affiliation with Pome- 
roy’s, Mr. Marcus was employed by the 
Globe Store, Scranton, in charge of the 
budget basement department, and be- 


fore that with R. H. Fyfe in Detroit, 
and Sak:s—34th Strcet in New York. 

Mr. Marcus is succeeded in the 
Wilkes-Barre store by David Stein- 
bergh, who had been his assistant. Mr. 
Steinbergh was formerly employed by 
the Jackier Department Store in Nanti- 
coke, Pa. 


Shoe Retailers Attend 
Advanced Fitting Classes 


ROcHESTER, N. Y.—A number of shoe 
retailers were in Rochester during the 
past week attending the annual shoe 
fitting classes held by the W. B. Coon 
Co. at Hotel Rochester. Instructions 
were given by C. F. Lord and E. B. 
Braverman, with a talk on foot anatomy 
by Dr. Henry B. Crawford of the 
Strong Memorial and General Hos- 
pitals. 

The discussion included a study of 
shoe lasts, shoe patterns and shoe con- 
struction and also detailed information 
in regard to proper shoe fitting. The 
session closed with a trip througth the 
shoe factory and an informal dinner 
given by officers of the company. 

The following retailers attended the 
classes: Robert J. Nofsinger, Pitts- 
burgh, Pa.; Edward Dickson, Detroit, 
Mich.; Frank J. LePrell, Buffalo; Dr. 
H. E. Weigner, Elkhart, Ind.; Mr. and 
Mrs. J. H. Geigher, Richmond, Va.; 
G. E. Hodges, Williamson, N. Y.; Nor- 
man L. Ellsworth, Buffalo; Paul V. 
Herron, Ithaca, N. Y.; Robert W. Nel- 
son, Jamestown, N. Y.; Dr. J. Schindly, 
Alliance, Ohio; J. B. Weinstein, Chi- 
cago, Ill.; W. E. Marshall, Cleveland, 
Ohio; Arthur E. Jochen, Saginaw, 
Mich.; R. J. Schmidt, Hillsdale, Mich.; 


Jack W. De Camp, East Lansing, Mich.; 
Mr. and Mrs. Leon Levin, Shamokin, 
Pa.; E. Gordon Platine, Arlington, 
Mass.; J. Curewitsch, North Tona- 
wanda, N. Y.; Horace E. Ottman, Ful- 
ton, N. Y.; Joseph Houck, Columbia, 
Pa.; Edward Sherman, Baltimore, Md.; 
L, Silberman, Richmond, Va.; H. P. 
Shrigley, Alliance, Ohio; Charles J. 
Malool, Paterson, N. J.; Harry C. Gra- 
ham, Columbus, Ohio; M. J. Markell, 
Brooklyn, N. Y.; Saul Lewis, Washing- 
ton, D. C. Also the following local re- 
tailers: Jack J. Stillman, Thomas Tor- 
ri, L. C. Stahlbrodt. 


December Boston Fair 
Replaces January Event 


Boston, Mass.—Two shoe shows an- 
nually—to be held in, June and Decem- 
ber—are being sponsored by the New 
England Shoe and Leather Association 
as part of their well organized plan to 
make Boston the recognized volume 
buying mart of the country. The early 
Summer event, the 21st annual conven- 
tion under the auspices of the New 
England Shoe and Leather Association, 
will be held on June 10-13, at the Hotel 
Statler and Parker House and will be 
further supplemented by a similar fair 
in the early part of December. 

The Boston Shoe Fair to be held 
December 2-5 at the same hotels, under 
the direction of the New England Shoe 
and Leather Association, will take the 
place of the shoe show formerly con- 
ducted in the month of January over a 
period of 19 years by the January Bos- 
ton Shoe Show Management. This now 
gives Boston two outstanding shoe fairs 
under the sponsorship of the New Eng- 
land Shoe and Leather Association. 


Fred Staudaher 
Enlarges Department 


BoZEMAN, Mont.—Fred Staudaher, 
who operates a women’s shoe depart- 
ment at Riddle’s, has taken over the 
entire north room of Riddle’s Ladies 
Apparel Shop, after only a year of 
ceperation. 

The shop has been entirely re- 
modeled and was reopened for business 
March 1. Bozeman has a population 
of 6500, but Mr. Staudaher has had 
considerable success in promoting and 
selling quality shoes to the women. 
Five hundred families employed by the 
U. S. Government Agricultural Ex- 
periment Station receive an average 
salary of $4,000 per year. The women 
of these families purchase their shoes 
in the $6.85 to $12.75 price range, so 
the department had sales of 3672 pairs 
of shoes in this bracket last year. 

The following lines are carried: Pea- 
cock, Dickerson, Walk-Over and Foot 
Delight. The $6.85 shoes are purchased 
from several sources and are sold un- 
der Mr. Staudaher’s name. 
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Summer in and cut of “Cown 


% Re ‘ 





Fown Engagements 


Busy millions spend their summer 
days in town. Summer town shoes 


must be cool, to defeat the sweltering 


pavements. They should be dark, to ~ 


combat the effect of soot, dust and 
melting tar. New Castle kidskin in 
black, brown, wine or blue, is the per- 
fect leather for cool, dark, sandalized 


shoes to wear with summer sheers. 











for the Wolidays... 


Weekends in the country, evenings 
on star-washed roof-tops, lazy after- 
noons at the Beach Club: summer 
occasions on which a woman may 
wear her most flattering costumes, 
with white and pastel kidskin shoes. 
Promote Bali Coral, Blue Sea, Hunting 
Red and Linen Blue in New Castle 


kidskin for summer leisure hours. 





| Now Crstl, Ce, fA / lied Xd Cun pany 


foo Gold cree, Now QYork City 
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Virginia Shwe. 


PLAY POISE 


A true Foot Health shoe for juveniles that can be 
sold under $4.00. 


Here are real features: 

A true orthopedic last—attractive as well as scientific 

Individually graded patterns—to fit each separate size 

Moulded insoles—to control tendencies toward pronation 

Wedged orthopedic heel—shaped to throw the weight to the 
outside 

Corrected heel seats—not flat, but conforming to the shape 
of the foot 

Broad flat ball and full toe measurements. 

The high grade materials and workmanship that characterize 
all Virginia Shoes are present. 

Twelve styles carried in stock—A to D widths. 


Prices: 8% to 12—$2.00; 12% to 3—$2.15 
(Boots slightly higher) 
Less 5%—30 days 
Send for a copy of our catalog. It will show you how you can build 
an orthopedic department while keeping in the popular price bracket. 


VIRGINIA SHOE COMPANY 





Tan Elk, 
Shield Tip 
8%-12. .$2.00 

12%-3... 2.15 








FREDERICKSBURG, 


VIRGINIA 























St. Louis Firms to Hold New York Showing 


Display of New Fall Lines by Western Firms at the Commodore 
Hotel, May 5 to 8, Marks First Concentrated 
Effort in Eastern Market 


Sr. Louis, Mo.—A. M. Burton, sec- 
retary of the St. Louis Shoe Manufac- 
turers Association, announced last week 
that the St. Louis market will hold an 
opening of their Fall lines at the Com- 
modore hotel, New York, May 5th to 
the 8th. This showing of the first Fall 
lines by St. Louis specialty shoe manu- 
facturers, is to be called the “St. Louis 
Seasonal Opening.” 

Following the announcement to the 
effect that the Shoe Fashion Guild had 
discontinued its semi-annual openings, 
Secretary Burton made reservations at 
the Commodore, where, on the above 
dates, St. Louis lines will be shown ex- 
clusively. 

It has been the custom, heretofore, 
for St. Louis houses to show their first 
lines at New York at the beginning of 
each season, but this is the fifst time 
the entire St. Louis market has ex- 
hibited, in New York, exclusively in 
one 4 
It is the feeling of the leaders in the 
market that this arrangement will 
prove very helpful to leading buyers 

the country. The concen- 
tration of so many lines under one roof 


will save the buyers time and effort in 
getting a complete style picture on the 
forthcoming season. Complete plans 
are being developed and will be an- 
nounced shortly. 





Official Fall Colors for 
Men’s and Women’s Shoes 


New York—Eight colors for men’s 
shoes have been chosen for Fall 1940 
by the joint committee of tanners, shoe 
manufacturers and shoe retailers in 
cooperation with the Textile Color Card 
Association, it was announced recently 
by Margaret Hayden Rorke, managing 
director of the color organization. Ad- 
vance swatches of these shades have 
been issued to the Association’s mem- 
bers in the shoe and leather industry. 

The colors are named as follows: 
Town Colors—Yankee Brown, American 
Tan, Belmont Brown, Cortez. Campus 
and Casual Colors— Mohawk Tan, 
Alamo Tan, Dixie Tan, New Vintage. 

Following are the names for the offi- 
cial Fall colors for women’s shoes: 
Congo Brown, Cordovan Brown, Blue- 


jacket (repeated), Promenade Green, 
Red Port, Military Grey, Toffee Tan. 
Play and Campus Colors: Playtan, 
Varsity Green, Cheer Red, Airway 
Blue. The 1940 Fall Color Card for 
Women’s Shoes, portraying these shades, 
is now in preparation and will be issued 
shortly to members of The Textile Color 
Card Association. Confidential advance 
swatches of the above colors have been 
sent to the Association’s members in 
the shoe and leather industry. 





Robert Chism Joins 
Earl Groth Firm 


Fort WAYNE, INpD.—Robert Chism, 
for the past six years manager of the 
shoe department of Foley Brothers 
Company in Houston, Tex., has been 
named the new buyer and manager of 
the shoe department of the Earl Groth 
& Company. Several new lines of na- 
tionally - advertised shoes have been 
added to the department. 





Cipar Store in New Location 


BINGHAMTON, N. Y.— Cipar’s Shoe 
Store has moved from 83 Clinton St. to 
302 Clinton St. John R. Cipar, the pro- 
prietor, has conducted a family shoe 
store in this section of the city for 14 
years. For the past year he has also 
operated the children’s shoe department 
in Sisson Bros.-Welden Co. department 
store. 
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Quality Lines Continue 
New York Showings 


[CONTINUED FROM PAGE 33] 


Mr. Parrott from many retailers. These 
are typical: 

“Your showing fulfilled a need as a 
forum for the crystallization of a qual- 
. ity consciousness on the part of the 
retailer. 

“I believe your new organization, 
under your capable leadership, inde- 
pendently conducted, without the rami- 
fications that arise from competitors 
trying to cooperate, will demonstrate 
itself to be a more efficient vehicle. 

“I believe the whole industry owes 
you its fealty in this enterprise and you 
can rest assured that representatives 
of our firm will be in attendance.” 

Max Sommer, 
of Sommer & Kaufmann, 
San Francisco, Cal. 


“As you already know, I was sorry 
the Guild had to suspend their opera- 
tions and I think it’s great that you 
have taken this up and have arranged 
for a group gathering for the showing 
of high-grade shoes during this period.” 

P. M. Siegel, 
O’Connor & Goldberg, 
Chicago, Il. 

“The Quality Footwear Fashion 
Showing has my whole-hearted endorse- 
ment, and I feel confident that under 
your personal management and super- 


vision, it will prove to be a boon to the | 


manufacturers and retailers of high- 
grade women’s footwear.” 

T. Dun Belfield, 

W. H. Steigerwalt’s, 


Philadelphia. | 


Capital District Shoe 
Retailers Meet 


Troy, N. Y.— “Human Relations in 
Business” was the subject on which 
John O’Brien spoke at the first 1940 
meeting of the Capital District Shoe 
Retailers Association, which was held 
at the Hendrik Hudson Hotel in this 
city, Monday evening, March 4. 

Dinner at 7 o’clock preceded the meet- 
ing, in which consideration was given 
to some measures before the legislature 
that would affect shoe retailers. Among 
these submitted to Ernest Beaumont 
for action after protests by members 
of the New York State Shoe Retailers 
Association, was the legislative pro- 
posal to limit the use of X-Ray ma- 
chines to physicians when it is used 
for taking pictures of the human body 
or parts of the human body. 


Plans New Department 


LANETT, ALA. — Kessler’s Depart- 
ment Store will add a shoe department 
in the near future, which will carry 
lines for men, women and children, 
announces A. M. French, manager. 
Both dress and work shoes will be 
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stocked. Work has already started on 
the department preparatory to open- 
ing in time for early Summer trade. 


Fire Destroys Well Known 


Cincinnati Store 


CINCINNATI, On1I0—Spreading of a 
fire originating in the basement of an 
adjoining store, made a shambles of the 
S. and S. Shoe Store, here, owned and 
operated by Samuel Spaier. Adding 
to the hazard of the fire, collapse of the 
marble and concrete floor in the shoe 
store caused injury to sixteen firemen. 

Mr. Spaier is already busy planning 
to reestablish his business in the store 


adjoining the one which he occupied. 
He formerly had a store on Burnet 
Avenue. 


Compo Declares 
Quarterly Dividend 


Boston, Mass.—The Board of Direc- 
tors of Compo Shoe Machinery Corpor- 
ation have declared quarterly dividend 
No. 31 of 25c. per share on the Com- 
pany’s Common Capital stock, and 
62%c. on the $2.50 Convertible Cumu- 
lative Preferred stock. Dividends are 
payable in cash March 15, 1940, to 
stockholders of record at the close of 
business March 5, 1940. 
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Jarman Features “Cedar- 


Cured”? Promotion 


NASHVILLE, TENN.—A novel and in- 
teresting promotion has been carried 
through by Jarman Shoe Company to 
stir up dealer interest in their “Cedar- 
Cured” shoes. A bucket, a shingle and 
a pencil made of cedar wood were sent 
to all of their dealers, together with a 
promotion piece explaining how Jar- 
man shoes are “Cedar-Cured.” Accord- 
ing to the release, the upper leather 
ir Jarman shoes is treated with a spe- 
cial ingredient containing genuine Oil- 
of-Cedar, which imparts a faint aroma 
of cedar. This fragrance remains for 
the life of the shoe. Leathers treated 
in such a manner are claimed to be 
flexible, water-resistant, mellow and 
durable. 

Testimonials from dealers who have 
already sold “Cedar-Cured” shoes were 
included in the promotion piece, and a 
size-up card was enclosed. The pro- 
motion piece was sent out in an en- 
velope resembling cedar wood. 





Rutherford Manages 
Montgomery Store 


MONTGOMERY, ALA.—O. W. Ruther- 
ford is new manager of the local 
Newstadt Shoe Store, leased depart- 
ment of Al Levy’s, exclusive ladies’ 
ready-to-wear shop. Mr. Rutherford 
comes from the Shreveport, La., store 
of the same chain to succeed E. Russell 
Dickinson, who was transferred to the 
Lake Charles, La., store, where he was 
manager before coming to Montgomery 
last Fall. 
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Vulcan Employee 
Receives Award 


PorTsMOUTH, OHIO — George Claus- 
ing, veteran employee of Vulcan Last 
Corporation, here, was honored recently 
by the National Association of Manu- 
facturers at a banquet held at the Gib- 
son Hotel in Cincinnati. Mr. Clausing 
received a Modern Pioneer Award as 
one of the Modern Pioneers on the 





George Clausing, employed by the 

Vulcan Corp., recently received a 

Modern Pioneer Award for his in- 

ventive work in the field of last 

manufacturing. He has 61 patents 

registered in this field with several 
more pending. 


frontiers of American Industry at this 
dinner which commemorated the 150th 
anniversary of the United States 
Patent System. 

Mr. Clausing has 61 patents regis- 
tered in the U. S. Patent Office, with 
several more still pending. His first 
patent was granted March 15, 1912, for 
a last-turning lathe, and his second, a 
last hinge invention, was of great value 
to the newly formed Vulcan Corpora- 
tion. Mr. Clausing joined the Vulcan 
Corporation at its organization in 1911, 
and has been with it ever since. At 
present he is chief engineer at the 
plant. 

Officials of the company who accom- 
panied him to Cincinnati are: C. E. 
Dowling, Harry Darragh, Frank Allen, 
C. W. Otto, Jr., and Henry Clausing, 
his son. 


Bass Introduces 
New Golf Shoe 


Witton, Me.—G. H. Bass & Com- 
pany have recently added a companion 
product, the Stylocasin, to the golf shoe 
known as Sportocasin. The difference 
between the two is in the construction 
of the seam at the top of the toe. In 
the Sportocasin this U-shaped seam is 
done by hand, and in the Stylocasin it 
has been replaced by a flat machine 
seam. Men’s and women’s models are 
available. 


TO TELL... 
A STORY 


You've a story to 
tell when you sell 
Mrs. Day’s Ideals 

a story of years of 
research and ex- 
perience — of close 
cooperation with 
the medical fra- 


ternity whose as- 


sistance has been 
invaluable in de- 
signing shoes that 
will aid little feet 
to normal healthy 
growth. It’s your 
story to tell when 
you sell - 


MRS. DAY'S 














The Stylocasin was designed for 
those who want moccasin comfort, but 
who object to the hand seam. Finer 
and lighter leathers can be used, result- 
ing in a smart, comfortable shoe for 
golfing. 


Henderson Manages New 
Buchanan Department 


Des Moines, Iowa—Gail Henderson, 
formerly manager of the Blankinship 
Shoe Store at Columbia, Mo., has come 
to Des Moines to take charge of the 
shoe department of the new Buchanan 
Department store that recently opened 
at 312-14 East Locust Street. He has 
had 14 years’ experience in the shoe 
business and is well qualified for the 
work. 

The shoe department occupies the 
left hand half of the rear of the first 
floor and presents an attractive ap- 
pearance with a sage green carpet, 
chromium chairs upholstered in red 
and ivory leather, walls of light henna 
trimmed with dusky pink. The shelv- 
ing on the west and north are broken 
by inset display cases 30 inches by 
four feet. The background of these is 
egg shell white. The two north cases, 
in which hose and bags are displayed, 
are placed between doors that admit 
entrance into additional shelving space. 
A complete line of women’s and chil- 
dren’s shoes are carried. 
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Dates to Remember 


Shoe Market Days of Iowa National 
Shee Travelers’ Association, Hotel 
Fort Des Moines, Des Moines, lowa 

March 10, 11, 1940 

Monthly Showing Shoe Travelers As- 
sociation of Chicago, Hotel Mor- 
rison, Chicago, Ill...March 25, 26, 1940 

Official Opening of American Leathers 
and Style Conference for Fall, 1940, 
Waldorf-Astoria Hotel, New York. 

April 1, 2, 1940 

Fall Style Opening St. Louis Shoe 
Manufacturers Association, Hotel 
Commodore, New York 

May 5, 6, 7, 8, 1940 

Quality Footwear Fashion Showing, 
William R. Parrott, Manager, Hotel 
Biltmore, New York City 

May 6, 7, 8, 1940 

Annual Convention Illinois Shoe Re- 
tailers Association and Illinois Shoe 
Travelers, Faust Hotel, Rockford, 
Illinois June 2, 3 and 4, 1940 

Fourth Annual Fall Style Show, South- 
western Shoe Travelers’ Association, 
Adolphus Hotel, Dallas, Texas 

June 2, 3, 4, 5, 1940 

Annual Convention Pacific North- 
west Retail Shoe Dealers Associa- 
tion, Spokane, Wash. 

June 2, 3, 4, 5, 1940 

Fifth Annual Midwest Shoe Fair, 
Netherland Plaza Hotel, Cincinnati, 
Ohio June 9, 10, 11, 

Annual Convention California Shoe 
Retailers Association, St. Francis 
Hotel, San Francisco, Calif. 

June 9, 10, 11, 12, 1940 

Annual Boston Shoe Fair, Hotels Stat- 
ler and Parker House, Boston, Mass. 

June 10, 11, 12, 13, 1940 

Annual Convention New York State 
Shoe Retailers Association, Hotel 
Syracuse, Syracuse, N. Y. 

June 16, 17, 1940 

Joint Annual Convention and Shoe 
Show, Wisconsin Shoe Travelers’ 
Association and Wisconsin Shoe 
Retailers’ Association, Plankinton 
Hotel, Milwaukee, Wis. 

June 16, 17 and 18, 1940 

Annual Michigan Summer Shoe Fair. 
Pantlind Hotel, Grand Rapids. 
MRR pe June 23 and 24, 1940 

Tri State Shoe Mart. Pennsvivania 
Shoe Travelers Association. William 
Penn Hotel, Pittsburgh. Pa. 

July 7. 8, 9, 1940 


1940 





New England Represented 
At Wage-Hour Hearing 


Boston, Mass.—Maxwell Field, sec- 
retary of the New England Shoe and 
Leather Association, and Arthur E. 
Whittemore, of Nutter, McClennen and 
Fish, Association counsel, were both 
present at the hearing held by Wage- 
Hour Administrator Philip Fleming on 
Tuesday, March 5, for the purpose of 
taking oral arguments on the record of 
evidence adduced at the public hearing 
last December. 

The official position of the associa- 
tion, as stated to the Administrator by 
Mr. Field, was that the Association 
approved the recommendations of the 
Shoe Industry Committee that a mini- 


These profit-making, 
sales-building “hits”. . . 
IN STOCK . . . READY - 
FOR SHIPMENT. Your 
immediate order will 
bring shoes to you in 
time for Easter sales . . . 
ORDER TODAY. 
New Spring Catalog 
Upon Request. 


HUTH & JAMES SHOE 
MILWAUKEE 


Step out with 


$5, 


O TRWEAR 


mum wage rate of 35 cents be ordered 
for the shoe industry, without any 
wage classifications or differentials, 
providing that it be made effective no 
earlier than the beginning of the fol- 
lowing season, on May 15. 

“This hearing will conclude the im- 
portant work of our Association in 
seeking a reasonable and fair minimum 
rate and no wage differentials for the 
New England shoe industry,” Mr. Field 
pointed out, “the Association having 
undertaken this task a year ago this 
month with the appointment of a Shoe 
Industry Committee composed of 27 
members, equally representative of em- 
ployers, labor and the public. The final 


Wade, Mira 


decision as to this Committee’s recom- 
mendations now rests with the Admin- 
istrator who can either accept or reject 
them, without, however, any modifica- 
tion.” 


Mosser Opens New 
Danville Store 


DANVILLE, ILL.—A modern new shoe 
store, known as Mosser and Smith 
opened here March 1, featuring the 
better grades of shoes. One of the own- 
ers is Clarence Mosser, who for many 
years was buyer for the F. P. Meyer 
Shoe Store. 
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Inner Soles and Counters 











“CAN INNERSOLES 
MAKE THAT MUCH 
DIFFERENCE?” 








Ask your manufacturer. 


INNERSOLES - COUNTERS - WELTING 





EDGAR S. KIEFER TANNING CO. 
Sales: Chicago, 223 W. Lake St. Boston, 42 Lincoln St. 
TANNERIES AT GRAND RAPIDS, MICHIGAN 





Oddities in the Shoes 


In this week’s Voice of the Trade depart- 
ment an item tells of the odd coinci- 
dence of a customer who purchased split 
sizes in a particular. leather at a shoe 
store, and before the retailer could com- 
plete the pairs by placing a special order 
with the fi . another “split pair” 
customer the remaining txo 
— specifying the same leather and 


That’s an oddity in the news, dr, more 
accurately, an “oddity in the SHOES.” 
Perhaps some of our readers may have 
some other tall stories—true ones of 

this one. 


course—as interesting as If 
so, BOOT AND SHOE RECORDER will 
be glad to have them, for they are inter- 
esting to all shoe men, and one good 
yarn deserves another. Send them in to 
The News Editor, BOOT AND SHOE 
RECORDER, 239 West 39th Street, 
New York, N. Y 





Brouwer Teaches Shoe 


Salesmanship 


Miuwaukee, Wis. — S. J. Brouwer, 
prominent Milwaukee shoe merchant, 
is appearing on a course for shoe sales- 
men which has been organized at 
the Beloit and Janesville Vocational 
schools. Other lecturers include Dr. 
Clifford I. Groff and Elmer Ortman. 
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Lawrence F. Dutton Opens 


Advertising Agency 


Boston, Mass.—Lawrence F. Dutton, 
for eighteen years a member of the 
advertising staff of Boor AND SHOE 
RECORDER, and more recently vice- 





LAWRENCE F. DUTTON 


president of the company, in charge of 
New England sales and service, has re- 
signed his position to open his own 
advertising agency at 10 High Street, 
Boston. 

Mr. Dutton is a veteran of the World 
War, having served with the Twelfth 
Field Artillery, and is at present an 
active member of the Crosscup-Pishon 
Post of the American Legion, and of 
the Advertising Club of Boston. He 
has had wide experience in the adver- 
tising field, both on the selling end and 
in the planning and technical execution 
of many successful campaigns. 





I. Miller Highlights 
Spring Styles 


New York—Blacking out the room 
and runway, then spotlighting the feet 
and ankles of the models, was I. Mil- 
ler’s dramatic new way of presenting 
their Spring styles at a recent fashion 
show and cocktail party given at the 
689 Fifth Avenue store to the fashion 
press. 

In the I. Miller store there is “no 
forgotten woman,” according to Miss 
Miriam Cooper, advertising and pub- 
licity director, who acted as commenta- 
tor for the show. Great variety in 
types and designs, colors, materials and 
treatments, proved her point. A-ain 
and again the identical shoe pattern 
appeared on the runway on four dif- 
ferent heels—high, midway, low and 
wedge—in several colors and materials. 

In the first group shown on the run- 
way, pumps were the theme. Every- 
thing was shown from a classic patent 





| 














MEETS THE DEMAND FOR POP- 
ULAR PRICE AND LONG WEAR 
—PLUS STYLE 
Blarrison Shoes feature style, fit and 
quality at a price that creates and 

Send for catalog illus 
trating 90 in- stock numbers. 
NEW HARRISON 
SHOES FOR BOYS 
AND MEN 


-IN STOCK 













Ne. 965 
Full chrome 
tan elk. Rock 
Oak Sole. on 
ber heel. 186. 
B, C and D $2.00 NET 


FT TARON 


COMPANY 


SHOE 








leather to a gold mesh evening pump 
with clear glass heel. The open back— 
“sling” pump—which I. Miller believes 
in strongly for this Spring, was shown 
in four different color combinations and 
heels. Other interesting new pump pat- 
terns were the “Pinafore,” the “Neck- 
lace,” the new “Hassock” heel pump, 
the “Duck Bill” and the “Ballerina.” 

Oxfords were given second place and 
the use of stretchable materials was 
emphasized in the development of new 
styles in oxfords. Sandals also figured 
prominently in the show. 

The final portion of the show was 
devoted to accessories with the spot- 
light thrown on hats, handbags and 


sembles shown included the following: 
a Camouflage Grey shoe and gloves 
with Siren Red hat and bag; Sandbag 
Beige hat, gloves and shoes with a 
black suit and bag; Musket Brown hat, 
shoes and bag with a grey blue cos- 
tume; chamois accessories with navy, 
oatmeal with Carnival Stripes in 
shoes, bag and turban. 





Promoted to Manager 


ToLzepo, On10—C. N. Spivey, for the 
last eight years assistant manager of 
the Florsheim Shoe Shop, 418 Adams 
St., Toledo, has been promoted to man- 
ager at Toledo, succeeding Carl Haas, 
who left to take charge of a Florsheim 
Shop in Memphis, Tenn. 
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Market Trends in Hides and 


Shoe Leathers 
Despite Heavy Shoe Production, Leather | 
Orders Continue Light—England Buys | 
More Hides in Argentine | 

by SHELDON CLARK 

New York—While shoe production continued rela- 
tively heavy, new orders for leather placed by manufac- 
turers remained light to cause further declines in hide 
and leather prices last week and early this week. 

Official shoe production for January, as reported by 
the Bureau of Foreign and Domestic Commerce, was 
33,743,000 pairs, against 33,540,000 pairs produced in 
January, 1938—in itself a good month. The production 
was 700,000 pairs above trade estimates. 





Shoe factories continued to decrease inventories, how- 
ever. They are still making Spring shoes and are not 
ready to buy for Fall shoe needs, trade houses reported, 
to account for the lack of factory interest in leather 
despite good shoe production. Hesitancy in choosing 
styles and poor business due to bad weather was caus- 
ing late ordering by some shoe buyers. 

While leather orders were few, some of them were 


for prompt shipment. Sole leather prices declined for | 


the second successive week, with light cow crops quoted 
nominally at 34 cents per lb. at Boston tanneries. 
Various grades of side upper leather declined from 
one-half cent to three-quarters of a cent per square 
foot. While cowhide side upper leathers were cheaper, 
prices held steady on calfskin leathers. Heavy-medium 
weight of men’s black calfskin leather, average of B 
and C grades, was last quoted at 42 cents per square 


foot at Boston tanneries. L weight of women’s colored | 


calfskin leather, average of B and C grades, was 41 
cents. 

The strength in calf leather reflected the steadiness 
in raw calfskins, which advanced 5 cents apiece early 
this week. Last trades on 7 to 9-lb. skins were at $2.75 


each for packer’s calfskin. Difficulty of obtaining im- | 


ported calf accounted for the strength in prices. Fur- 
ther, the Navy had requested bids March 8 on an order 
that will absorb an estimated 700,000 feet of calf leather. 


Cattle Hides 

The Big Four packers cut prices one-half to three- 
quarters of a cent per lb. last week to sell 85,000 hides, 
or approximately a week’s production. Private tanner 
connections of the packers accounted for part of the 
sales, with an estimated 70,000 hides sold largely to 
traders. Tanners were largely on the sidelines. 

Traders found prices sufficiently attractive on the 
New York Commodity Exchange to buy actuals and 
hedge them in the futures market.. 

Light native cowhides, the basis grade, last tradec' at | 
124% cents per lb. for February and March saltings. 
This represented a drop of %4 cents. Other grades, 

[TURN TO PAGE 44, PLEASE] 
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Give Them FOOT HEALTH 


—and Top Style, Too, in 


100% 
NAIL-LESS 


100% 
GOODYEAR 
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Write For Our NEW 
1940 Catalog. 


ROHN SHOE MANUFACTURING CO 
FLORIDA STREET, MILWAUKEE, WIS 








Have Your Personal Accident 
and Health Insurance with. . . 


EASTERN 
COMMERCIAL TRAVELERS 


Mutual Company © No Agents ® No Branch Offices 
MASSACHUSETTS CO., INC., 1894 


= 
Why Not? 








ACCIDENT POLICY PAYS| HEALTH POLICY PAYS 


ACCIDENTAL WEEKLY $25.00 $10.00 
DEATH DISABILITY Per Week Per Week for 
$5,000- $25.00- for Confining Non-confining 
$10,000 $50.00 Sickness Sickness 








Estimated Annual Cost $15.00 | Estimated Annual Cost $18.00 





PAYS WHILE YOU ARE LAID UP 
PAYS FROM THE FIRST DAY OF DISABILITY 
45 YEARS OF UNFAILING SERVICE 


No Policy Is Cancelled, Rates Increased, or Benefits 
Reduced on Account of Any Agel 





SEND THE 
COUPON 


TODAY | 
> 


| John S. Whittemore, Sec.-Treas. 

Eastern Commercial Travelers 

80 Federal St., Boston 

Without obligation, please send complete 
information and application for membership 
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Obituaries 





Robert D. Parrott 


NorFro.k, VA.—Robert D. Parrott, 72, 
father of William R. Parrott, former 
executive manager of the Shoe Fashion 
Guild, died here recently. Interment 
was in St. Mary’s Cemetery, Norfolk. 
Survivors are Carrie A. Parrott, his 
widow, and four other sons. 





Alfred J. Haas 


RocHEsTer, N. Y.—Funeral services 
for Alfred J. Haas, 83, who used to 
operate in Rochester the largest custom 
shoe business between New York and 
Chicago, were held here recently. 

The business was established by his 
father, John Haas, who was regimental 
shoemaker in the army of the third 
Napoleon—whom he later opposed— 
and decided to leave France when Na- 
poleon changed his role from president 
to that of dictator. 

Coming to Rochester in 1851, he es- 
tablished the business in 1861, and 
Alfred Haas became his partner in 
1870. Customers of the firm comprised 
the elite of Rochester and as the busi- 
ness expanded, shoes were made to 
order for customers in all parts of the 
United States and some foreign coun- 
tries. 

The business, which was in the old 
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Paine Drug Co. building, was conducted 
until the early twenties. 

Mr. Haas leaves a son, Arthur M. 
Haas, Hasbrouck Heights, N. J.,, and a 
daughter, Clare L. Haas, Rochester. 





James Cronin, Sr. 


Hartrorp City, INp.—Funeral ser- 
vices for James Cronin, Sr., 86, pro- 
minent retired shoe dealer of this city, 
were held here Feb. 23 at St. John’s 
Catholic Church. He had been-ill only 
a week. Mr. Cronin had been a resident 
here since 1865 and had operated his 
own retail shoe store here until his re- 
tirement a few years ago. A sister 
and three children survive. 


Miss Elizabeth Winters 


CoLumBus, OHIO — Funeral services 
were held recently for Miss Elizabeth 
Winters, who would have been 75 on 
March 8, oldest employee of the Wolfe 
Bros. Shoe Co., predecessors of the 
Wolfe Wear-U-Well Corp., who died 
in Columbus after a six weeks’ illness. 

Miss Winters had been with the 
Wolfe Bros. Shoe Co through a period 
of nearly 50 years. At one time she 
had charge of several hundred women 
in the fitting department, and at the 
time of her death was in charge of 
sales reports and correspondence of the 
company. 


Edgar N. Meck 


CINCINNATI, On10—Although he had 
been in ill health for some time the 
death of Edgar Nevin Meck came as a 
great surprise to his many friends in 
the shoe trade. He died Friday night. 
March 1, 1940, as a result of a heart 
attack, in the Good Samaritan Hospi- 
tal, Cincinnati, where he had been 
confined for several weeks. 

Mr. Meck, who came to Xenia. Ohio. 
in May, 1939, from Parkersburg, W. 
Va., where he had been general man- 
ager of the Grossman Shoe Company, 
had been engaged in styling footwear 
for the last twenty-five years. At the 
Miller Jones Co., Plant B, Xenia, he 
acted in the capacity of general man- 
ager, having complete charge of oper- 
ating, including styling the lines, de- 
signing and purchasing of raw mate- 
rials as well as superintending the 
manufacture of women’s shoes. 


With the reorganization of the H. C. 
Godman Company and the Xenia Plant 
being transferred back to operating as 
a Godman unit, Mr. Meck continued 
with the company in the capacity of 
superintendent. 

The passing of E. N. Meck, or “Ed,” 
will be felt widely in the shoe trade 
and his winning smile, his words of 
encouragement and his helping hand 
will be long remembered by his many 
friends. 


HUSTLE 
WITHOUT 
BUSTLE 


We're hustlers when 
the occasion demands 
but we don’t make any 
noise about it. Our serv- 
ice is as cheerful and 
quiet as it is speedy. 





MMARCK 


HOTEL-CHICAGCO 
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Trade Literature 


BROCKTON, Mass.—A completely re- 
vamped instock line for the Spring and 
Summer of 1940 is featured in the new 
catalog of the W. L. Douglas Shoe 
Company of this city—the first to be 
issued following the completion of a 
recently-undertaken program designed 
to modernize manufacturing and mer- 
chandising methods. Three distinct 
grades are offered in men’s shoes from 
a consolidated stock department serv- 
ing both dealers and Douglas stores. A 
wide range of sport and leisure foot- 
wear is featured in the twenty-four- 
page book, as well as staple styles 
which are always good—“the greatest 
line,” says the foreword, “in all Doug- 
las history.” 


EverRETT, Mass.—The Harrison Shoe 
Company have just published a new 
22-page catalog showing 90 styles of 
men’s and boys’ shoes carried in stock 
at popular prices. The new catalog is 
attractive and complete in its presenta- 
tion. Printed in three colors, it shows 
the company’s complete line ranging 
from dress shoes to sport types. 








Adds Men’s Shoe Department 


BINGHAMTON, N. Y.— Sall-Stearns 
have recently added a men’s shoe de- 
partment to their men’s clothing and 
habadashery store at 138 Washington 
St. Jack Stearns manages the new de- 
partment. 
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Shy 
. X-PANDER 
SAVES YOU 


MAKES CUSTOMERS 
AND GETS THE 


Wbeney 


It's the whole works—SHU X-PANDER, 
a scientific shoe stretcher—nine ways to 
stretch and solve every shoe difficulty—at 





the point of sale. 


Price $9.50 per pair—men's and 
women's, left and right—with complete kit 


of attachments. 


One pair of SHU X-PANDERS will cover 
the entire size range of either men's or 


women's shoes. 
Write for particulars. 


=» CHARLES HENRY BROWN & SON, wc. 
NEW YORK CITY 


47 WEST 34TH STREET 





foot relief is... 


TRIMFOOT 


ANADIAN SPECIALTIE 





More 
PEOPLE 
KNOW 


. that the name that is most 
synonymous with comfort and real 


Trimfoot is the world’s largest sell- 
ing metatarsal insole for the relief 
of painful callouses, which are the 
most common cause of foot com- 
plaints. Strike into the center of the 
foot relief “mass market.” Seven 
out of every ten people who enter 
your store are good prospects for 
Trimfoot and can be turned into 
loyal customers once they have ex- 
perienced the comfort it provides. 
Let Trimfoot pay part of your over- 
head. Write for sample pair today! 


* 4060 FOREST PARK BLVD. * $ 
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Private Fitting Booths 
[CONTINUED FROM PAGE 24] 


In the rear of the Sterling store is 
a rotunda-like room separated from 
the main selling floor by an arch. A 
portion of this room has been furnished 
with divans as a waiting room ‘for 
prescription and other hard-to-fit ¢us- 
tomers. In the rear Mr. Connors is 
taking full advantage of four booths 
with sidewalls projecting far enough 
into the room to insure privacy. In 
each booth is a seat and a fitting stool, 
and lighting can be so arranged as to 
enable the salesman to see the foot 
from every angle. 

First to the waiting room, and then 
to one of the booths are conducted all 
customers who need the expert fitting 
service for which two salesmen—J. W. 
Goebel and F. P. Leahy—have been 
trained. 

Complaints have been eliminated by 
having the customer return at the end 
of ten days or two weeks for a check- 
up to see that the feet are functioning 
properly in the shoes to which they 
have been fitted. In some cases, a sec- 
ond check-up is recommended by the 
salesman, particularly in the case of 
feet fitted to shoes designed to bring 
the foot back to normal shape. 

Discreet advertising of the type de- 
seribed by doctors as “ethical”—in this 
case nothing more than conversations 


with the many good orthopedic special- 
ists in the city—has had surprisingly 
good results. These specialists feel that 
their patients will find in this store the 
same privacy as in the office of the 
specialist, himself. Customers are ap- 
preciative; and appreciative customers 
are even better than those who are 
merely satisfied. Almost invariably 
they come back. 


56-Year-Old Store in 
New Home 


[CONTINUED FROM PAGE 30] 


The office of the president, C. E. Gibbs, 
is 12 x 18 ft. and is situated in an ell 
at the back of the store next door. 
There is a side entrance on Cain Street 
which leads to a stockroom in the base- 
ment, measuring 23 x 33 ft. In the 
basement also is an additional room for 
air conditioning equipment. There is 
also a special smoking room and rest 
room for ladies. 

Byck’s is a family-type store, carry- 
ing well-known lines of shoes for men, 
women and growing girls. The store 
will celebrate its 56th anniversary in 
June of this year. 

C. E. Gibbs is owner and president. 
Walter Davis is secretary-treasurer. 
The new store has been leased for a 
period of 10 years, starting Jan. 1, 1940. 


Opens Third Branch 
In Hartford 


HARTFORD, CONN. — Moriarty’s Shoe 
Store at 603 Main Street was opened, 
recently, by Edward J. Moriarty, 
owner of two other stores bearing his 
name, at Holyoke and Westfield, Mass., 
both founded in 1929. 

The store has been planned to cater 
to the footwear needs of the entire 
family, with the main floor devoted to 
women’s and children’s shoes, while a 
large basement has been converted into 
a men’s shop. The store has been re- 
decorated in unusual fashion, with nat- 
ural wood display counters, and a store 
front of carrara glass. 

The stock featured in the new store 
includes the latest in Spring shoe fash- 
ions, and nationally known lines of 
corrective and orthopedic merchandise. 

Al Jeffery is manager. 





Features Father’s Line 
In New Store 


ROCHESTER, MINN.—Raymond Jung, 
for the past 15 years associated with 
Nachreiner’s shoe store of Rochester, 
has opened a new store of his own in 
this city. 

The store will feature a new type of 
men’s shoes designed and patented by 
Joseph A. Jung, father of Raymond. 
A line of women’s footwear will also be 
featured. 
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women prefer 











ND they make no 
bones about their preference! Re- 
cently Good Housekeeping Mag- 
azine and Woman's Home Com- 
panion made independent surveys 
among women, and here are the 
results: 

65.1% of the women questioned 
by Good Housekeeping 
Magazine said they pre- 
ferred kidskin. 

42.4% of the women questioned 
by Woman's Home Com- 
panion said they preferred 
kidskin. 

Average these figures and you 

find 53.75% of all the women 

interviewed want kidskin! 


HOW YOU CAN CASH IN 


ON THE LARGE 


CONSUMER ACCEPTANCE 


OF KIDSKIN ... 


YOU ... Mr. Retailer . . . stock 
kidskin shoes in the styles, sizes 
and colors your customers want. 


YOU ... Mr. Manufacturer... 
make kidskin shoes in all price 
ranges, in all styles and colors. 


YOU ... Mr. Retail Salesman 
... can cash in on kidskin in two 
ways: (1) Sell your customers 
kidskin and they'll come back for 
more. Don't try to substitute . . . 
women may not recognize kidskin 
at a glance, but they know how it 
feels . . . how soft, flexible, com. 
fortable and completely beautiful 
it is. And (2) ENTER THE BIG 
KIDSKIN CONTEST. Tell us 
why you believe women like Kid- 
skin Shoes . . . you may win $500. 
For complete details about 
the Contest and a copy of 
the interesting booklet— 
“KIDSKIN .. . . the Leather 
That Sells Shoes’’ — write: 


Cc. E. NELSON, 
400 Madison Ave., N.Y. C. 
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Market Trends in Hides 
And Shoe Leathers 


[CONTINUED FROM PAGE 41] 


notably native steerhides, exlight na- 
tive steers and heavy cowhides, were 
off one-half cent. Colorado steerhides 
and branded cowhides sold down % 
cent, then advanced one-quarter in 
trading this week. 


South American Market 


Foreign markets continued strong. 
High prices in Argentina, of course, 
cut their competition with domestic 
hides. Cables for Buenos Aires, re- 
ported that packers were curtailing 
kill due to the lack of shipping facili- 
ties for beef. Swift was reported to 
have discontinued killing for the pres- 
ent in their La Planta plant, which 
normally produced 30,000 hides a 
month, Europe, principally England, 
started off this week by taking 23,000 
hides in the Argentine market at 100 
pesos or 14% cents per pound for Feb- 
ruary and March saltings of standard 
frigorifico steerhides. These sales rep- 
resented an advance of 1/16 cent per 
pound. Japan was a buyer last week 
at advanced prices. 

Of the 8,204,000 hides exported by 
Argentina during 1929, 2,860,000 were 
shipped to the United States and Can- 
ada, figures compiled by the Commod- 
ity Exchange this week revealed. En- 
gland received the second largest total 
of 910,000 hides. Germany was third 
with 907,000. 


Hide Futures 


Buying through commission houses 
for foreign accounts, short covering by 
professional traders, and some new 
speculative buying on the scale-down, 
held losses on the week to 7 to 10 
points for hide futures, despite persis- 


| tent hedge selling by trade sources. 


Traders, as noted above, bought some 
70,000 hides in Chicago and sold fu- 
tures contracts as a hedge on the New 
York Exchange. Packers and tanners 
also were reported selling futures, pre- 
sumably to protect inventories. This 
trading, plus switching operations, re- 
sulted in a total of 1,426 contracts 
(57,040,000 Ibs.) changing hands. Of 
the 1,426 contracts, 370 were traded on 
switches as commission houses liqui- 
dated their position in the March de- 
livery. The effect of the week’s switch- 
ing operations on the open position in 
each delivery month follows: 


Contracts Contracts 
Delivery Previous Last 
Month Week Week 
March .. 467 9 
June ... 1623 1797 
September . 858 1095 
December ... 44 53 
March, 1941 . 0 18 
Total 2992 2972 


Prices on the Commodity Exchange, 
at the close of the last week, were (for 
light native cowhides, summer take- 
off): 









All indications point to a big year for 
golf, and a big golf year i if you 
stock Bass portocasins. sen by 
olfers all over the world as a shoe that 
is tops for foot comfort on the fairway, 
the model shown is made from Brown 
French Veal and Brown Scotch Grain 
leather, leather soles and heels with 
Turf Hugger Detachable Spikes. Models 
in brown and white and black and white 
also carried in stock. 


You'll break par on your sales with Bass 
Sportocasins. Stock up now! FREE catalog 
—. all models will be sent if you 
write G. H. Bass Company, Dept. BS-36, 
Wilton, Maine. 












BASS 
SPORTOCASINS 





Cents Per Lb. 


Month 
March 13.70 
June 14.05 
September 14.32 
December 14.55 





Awaits Early Move 
To New Store 


CINCINNATI, OH10—J. S. Hendricks, 
manager of the Florsheim Shoe Store, 
here, is biding time in temporary quar- 
ters in the Traction Building, eagerly 
awaiting completion of the new Grand 
Theatre Building where Florsheim will 
again take up their former choice loca- 
tion. Masculine Cincinnati has long 
been accustomed to seeking its Flors- 
heim shoes at this spot. 

“The new store promises to fulfil the 
fondest hopes of any store manager,” 
says Mr. Hendricks. 





Manager Transferred 


RocHEsTer, N. H. — George Mc- 
Donald, manager of the Endicott-John- 
son Shoe store here for the past three 
years, has been transferred to man- 
agership of the company’s store in 
Laconia. 

His successor here is J. Arthur 
Chenard, who came from the Endicott- 
Johnson establishment in Biddeford, 
Me. 
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No. 882 
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Sye-12 A-D $3.10 
- 3AA-D 3.50 
VB AD 4.20 


5% 15, Net 30 
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COLLEGE 


SHOES 


PRESTIGE AND 
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Orthopedic Features 


Long Inside Counters 

R.GL. Corrugated Steel Shanks 
V Wedged Thomas Heels 

V One Piece Vamp & Tongue 


TOM 


1 V Cordovan Outsole 
V Six Eyelets 
V Shark Tip 
LASTS 


SHOE MFG. CO. 


Milwaukee, Wis. 
Marbridge Bidg., New York 


PROFIT” 





Foot Health for Children 


[CONTINUED FROM PAGE 19] 


up plan, so much the better. Plans used 
by stores in all parts of the country 
have appeared in Boot AND SHOE RE- 
CORDER. Play up scientific fitting, rec- 
ords and so on. Macy’s advertise three 
shoes for babies—standing, stepping, 
walking—as “an exclusive Macy idea— 
your baby’s first three shoes, changed 
slightly with his slightest progress. 
And from the time of his first shoe 
until his feet are fully grown, his own 
register card holds his foot history.” 

Here are some suggestions that can 
be used for newspaper releases, radio 
spots, or editorial ads: 

A child’s habits of posture are 
formed before the age of 7. Training 
may begin as early as three. Those 
who are taught to sit and stand erect 
as little tots are the ones who will have 
beautiful carriage and figures when 
they reach their teens. Drawing in the 
abdomen and expanding the chest are 
good exercises. Shoes that assure cor- 
rect standing posture and proper stride 
are very important. No youngster can 
develop proper posture in shoes that fit 
improperly. Now, during Foot Health 
Week, is a splendid time to have your 
child’s shoes and feet checked by a 
competent shoe man. 


The modern lasts over which good 
shoes for children are built are de- 
signed to give the child’s foot ample 
room from ball to toe; ample width 
across ball and shank; plenty of 
“spreading” room at the base of the 
heel; snug fit all around the top of the 
shoe and around the heel. In every way 
it assures proper support and protec- 
tion for growing feet, when properly 
fitted. BUT—children’s feet grow so 
fast that they must have frequent 
check-up to be sure that the shoes are 
not out-grown. Out-grown shoes are 
the greatest eause of foot difficulties 
among children; next comes the wear- 
ing of shoes that are bought without 
being fitted. Now during Foot Health 
Week, have your child’s feet checked by 
a competent shoe man. A little care 
now will save a lot of trouble later. 


* * * 


The average boy walks fifteen miles 
each day! How important that his feet 
be kept perfect in shoes designed to 
keep young feet healthy. Shoes that 
give room for the toes to spread and 
grip. Shoes with flexible, snug arches. 
Shoes with pliable, sturdy soles, and 
heels that help posture and balance. 
The greatest difficulty is that young 
feet grow fast, and check-up must be 
made frequently to assure Son is not 
wearing out-grown shoes. Now, during 
Foot Health Week, be sure to have 
your son’s feet and shoes checkéd. 


Babies need three types of shoes. 
First, from 7 months to one year, for 
standing, he’ll need a shoe of very light 
construction, with pliable soles, soft, 
glove-like uppers, and an almost im- 
perceptible arch. Next, at 10 to 14 
months, when he steps out holding onto 
something, the stepping shoe must be 
light but firm, with a flexible leather 
sole and counter, moccasin type fore- 
part, and an arch conforming to a 
gradually changing foot. Third, at 1 
year to almost two, when he has been 
walking for about two months, he needs 
a shoe with a firmer, flexible sole and 
counter, soft elkskin finish leather 
upper, and slightly higher arch eleva- 
tion, with welt construction. Seeing 
that your baby wears the right shoes 
is so important that you should make 
a special check-up during Foot Health 
Week. 

~ * * 

talk on “Who Is Mrs. Con- 
sumer?” at the National Shoe Fair, 
Chicago, Bernice Dodge said in part, 
“There is mass ignorance on the part 
of the public generally in regard to 
shoes. They feel they know very lit- 
tle about leathers, about construction, 
about fit. Consumers would like some 
general information which would be a 
guide in buying shoes. They would like 
to know how to be sure that the shoes 
they buy for children have good wear- 
ing quality, and the right kind of a fit 
for growing feet.” 


In her 








Profitable Bet. 





The manufacturer who shrugs 
his shoulder at the Importance of 
Point-of-Sale (the man at the 
Fitting Stool) is missing One Big 
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SALESMEN WANTED 


SALESMEN WANTED 


FOR LEASE 











fidential. 





We want five experienced traveling shoe salesmen who live in their territory. Territories .. . 
Georgia, Florida, Alabama—Kentucky, Tennessee—Washington, Oregon—Missouri, Kansas— 
Arkansas, Oklahoma. All shoes carried in stock. 
Welts and McKays to retail at $2.00, $2.50, and $3.00. Remuneration is strictly commission, 
payable weekly. Give full information in letter—age—complete sales record. All replies con- 


JOHN PILLING SHOE COMPANY, Lowell, Mass. 


Boys’, Misses’, and Growing Girls’ Goodyear 


SHOE DEPT. FOR LEASE: 


$35,000 to. $40,000 volume easily ettained; Main 
Floor space in popular priced Department Store 
in Illinois city of approximately 90,000 with draw- 
ing population of over 400,000. Low inventory on 
hand; immediate possession. For details 


address box 620, ¢/o Boot and Shee Recorder, 
209 S$. State St., Chicago, filinois. 

















There's a Growing Demand 
for Western Boots. 

We need several sideline salesmen 
in Eastern and Mid-Western U. 8. 
to carry a short in-stock line of 
the world’s best known Cowboy 
Boots. Over 60 years of leader- 
ship. Give details in first letter. 
Address, 

Justin Boot & Shoe Company, 

Fort Worth, Texas. 








SALESMEN WANTED: Men’s and Boys’ 
Welt Shoes. Territory; Montana and West. 
The Stoughton Shoe & Leather Co., Stoughton, 
Wisconsin. 

ALESMEN—to sell unusually fine White 

Cleaner and complete line of shoe dressings 
and shoe dyes. Write experience and territory 
covered. Address $619, care Boot and Shoe 
Recorder, 239 West 39th Street, New York, 
N. Y. 








MAX with following to carry additional line 
of imported shoes and slippers. Stocked in 
New York. Better grade. Commission. Address 
$624, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








POSITION WANTED 


CORRECTIVE SHOES: . Manager, Salesman, 
Middle aged, over 25 years successful re- 
tail experience. Available at once. Will go 
anywhere. Highest credentials. Address $623, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 











FOR RENT 





FOR SALE 
Wilt _~ tare collection of footwear, 
foreign and domestic, 200 pairs; cost as 


much as $25.00 wt reasonable cash offer 
accepted. Floyd A ederick, 130 Main Street, 
Souderton, Pa. 





$100 WORTH Scholl's Arch Supports; One 

Arch Fitter; One Scholl's edograph; 
11 yards of Buster Brown Green Store Runner, 
like new; 3 Sets of Chrome Window Fixtures; 
shelving, etc., all in good shape. Sell 50% 
off cost any or all of it. H. Shaw, 50 West 
Margaret, Detroit, Mich. 





For SALE: Family Shoe Store; New stock; 

new fixtures; doing $25,000 business. Fast 
growing city, population 14,000; drawing popu- 
lation about 50,000. (No auctioneers.) Wiil 
require about $12,000. Address 2622, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





Ren X-Ray Shoe Fitting Machine For 

Sale. A-1 condition. New tube, Super 
Astral special screen. New machine guarantee. 
Price $295.00. TRIPLE A X RAY CO., ST. 
FRANCIS, WIS. 





FOR RENT: Shoe department 35 by 16 feet 

area with 1800 pair capacity, nice built-in 
fixtures, at moderate rent. Best location in 
North Dakota’s second largest city. F. [. Gill, 
c/o Mary Jane Shop, Minot, North Dakota. 





WANTED TO PURCHASE 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Brand Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn-Bush, Ete. 

IRVIN RUBIN 
“The House of Jobs”’ 
88 Reade St., Cor. Church 

Phone Barclay 7-7887. New York City 








SHOE STOCKS BOUGHT 


Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180-5181 











CAN you use 12 years of experience in retail 
buying, merchandising and store manage- 
ment, 4 years in specialty shoe sales, advertis- 
ing and merchandise management and 3 years 
of banking, accounting and credit experience? 
Now employed as an executive in a large bank- 
ing organization but anxious to return to the 
shoe industry in a capacity that offers opportt 
nity for advancement on the basis of results. 
Address 2621, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


LINE WANTED 


WANTED: Popular Priced Shoe Line, 20 

years’ experience, and resident of State oi 
Washington. Open for Northwest territory. 
around May Ist. Photograph and satisfactory 
reference given upon mutual interested con- 
nections. Address $618, care Boot & Shoe 
oe: 239 West 39th Street, New York, 








vn a 


LINE WANTED 


MANUFACTURERS ATTENTION 

V OLUME 1 ae nt known, 
to Chain, Order, Jobbing Depart- 
ment Store trade; record. Best ref- 
erences. Address $616, care Boot & Shoe 
aes 239 West 39th Street, New York 











ALESMAN WANTS LINE of family shoes, 

popular price. Have large following among 
better class buyers. Sold for past ten years, 
States Minnesota, Towa, South Dakota. Re- 
quire salary or commission with small advance 
drawing account weekly, and give very best 
references. Address £617, care Boot & Shoe 
pager, 239 West 39th Street, New York, 


BUYERS OF 
MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shee stocks. 

Branded or unbranded. Generous prices. 
Write, wire or phone. 
BARSH & CEASAR 
14 8S. Third St. Philadelphia, Pa. 
Phone Market 9139 











Buyers of Surplus Stocks 
a TRS FEE EM 4 am 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 














address should be counted. 


mum charge, 75 cents. For all other 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 
classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 


When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
S© Advertisements for this page must be in our New York office on Friday of the week preceding publication. “S8 
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Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Ill. 


Investment 
and 

Economic 
Counselors 
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New South Shore Group Launches 
Vigorous Program 


[CONTINUED FROM PAGE 28] 


More specifically, the association will 
work cooperatively in the promotion of 
members’ products; will act as a unit 
on all legislative measures—local, state 
or Federal—which may affect the in- 
dustry; will serve as a clearing house 
for all information relating to em- 
ployer-employee relations, labor prices, 
manufacturing methods and trade con- 
ditions; will represent any member 
requesting it in the settlement of dis- 
putes which may arise between em- 
ployer and employee or in other dis- 
putes arising in the regular run of 
business; will undertake, in cases where 
legal arbitration is decided on, the 
preparation of the member’s side of the 
case; and will even represent the mem- 
ber at all arbitration hearings if the 
member wants this service. 

The second meeting of the Associa- 
tion—a rather informal get-together— 
was held March 5. Future meetings 
under the provisions of the Constitu- 
tion will be held bi-monthly. Head- 
quarters of the new association have 
been established temporarily in the 
Kennedy Building headquarters of the 
old Brockton Shoe Manufacturers’ As- 
sociation. 

Officers of the association are: Chair- 
man of the Board, B. Harrison Cort, 
Stacy-Adams Company; Vice-Chairman 
‘of the Board, Lawrence Russell, W. L. 
Douglas Shoe Co.; President, W. L. 
Gleason; Secretary, David Quigley, 
Conrad Shoe Co., and _ Treasurer, 
Hector Lynch, Howard & Foster, Inc. 

Directors are as follows: Raymond 
Smith, Brockton Boot & Shoe Co.; 
Henry Rubin, Diamond Shoe Corpora- 
tion; Lawrence Russell, W. L. Douglas 
Shoe Co.; C. Chester Eaton, C. A. 
Eaton Co.; Perley Flint, Field & Flint 
Co.; H. E. Lynch, Jr., Howard & Fos- 
ter, Inc.; Henry Whitcomb, George E. 
Keith Co.; John Kent, Jr., M. A. Packard 
Co.; Arthur Luce, Stacy-Adams Co.; 
‘Laurie S. MacDonald, Thompson Bros. 

“Shoe Co.; Harvey Reed, Regal Shoe 


Co.; Fred Shayler, C. B. Slater Co.; 
William E. Doyle, Doyle Shoe Co.; 
Samuel Stone, Stone-Tarlow Co., Inc.; 
Frank Quigley, Conrad Shoe Co.; Jay 
Givren, Givren Shoe Co., and Isadore 
Tarlow, Old Colony Shoe Co. 

Under the constitution of the Asso- 
ciation, the duties of the President are 
to be those of Managing Director, with 
all the responsibilities which that posi- 
tion carries with it. “In the selection 
of a man to assume these responsibili- 
ties,” says a statement issued by the 
association directors, “we feel that a 
wise choice has been made in the person 
of Mr. Gleason. His background has 
always been shoes—from the bench to 
the various offices of labor unions, to 
shoe salesman, and to manufacturer. 
He rose from the ranks of the workers 
to a position as factory executive, 
served three terms as the Mayor of 
Brockton and did able work as an ex- 


ecutive of the Home Owners’ Loan 
Corporation. 
“Mr. Gleason knows the workers’ 


problems. He was one of them. He 
knows the manufacturers’ problems. He 
was one of them. He knows the com- 
munity’s problems because, during try- 
ing times, he dealt with those problems 
as Mayor of the city. 

“We feel that the leadership Mr. 
Gleason can bring to our Association, 
and to the communities of the district, 
will be far reaching because of his 
capacity to understand and interpret 
the problems facing worker and manu- 
facturer alike. The Directors further 
feel that under him a program of co- 
operation can be successfully promoted 
between the Brotherhood and the man- 
ufacturers which will better the posi- 
tion of the shoe industry in that a 
mutual confidence, a freedom from sus- 
picion, and a real partnership will be 
established, wherein the worker and the 
manufacturer will work cooperatively 
for mutual betterment.” 


[47] 


The BROOKMIRE 
ECONOMIC SERVICE 


Descriptive booklet of Brookmire 
Services and sample Bulletins on 
investment, business and economic 
subjects will be mailed on request. 


Kindly address Department 39 


BROOK MIRE 
tc lors 
* ative ists—Founded 1904 
551 Fifth Ave., New York 
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A. F. of L. Union Wins 
J. Edwards Election 


PHILADELPHIA, Pa.—At the request 
of the United Shoe Workers, a CIO 
affiliate, the National Labor Relations 
Board ordered an election among the 
employees of J. Edwards & Company, 
manufacturers of fine junior footwear. 
The company had a contract with the 
Boot and Shoe Workers Union, affili- 
ated with the American Federation of 
Labor. The election was held February 
20, 1940, and the A. F. of L. union 
received an overwhelming majority. 





February Record Month 
For General Shoe Corp. 


NEw YorkK—Tom Fuqua, advertis- 
ing manager of the General Shoe Cor- 
poration, Nashville, Tenn., while in 
New York this week, told Boor AND 
SHOE RECORDER the good news that 
February of this year was the best 
February the company has had since 
the organization was founded. Al- 
though the shortest month in the year, 
it also showed the biggest business in 
the history of the organization. All 
plants are running at capacity, with no 
signs of slowing down, Mr. Fuqua said. 





Noted Journalist to Talk 
Before Boston Shoe Club 


Boston, Mass.—The guest speaker 
at the dinner-meeting of the Boston 
Boot and Shoe Club, which will be held 
at the Copley Plaza Hotel on Wednes- 
day evening, March 13, will be E. 
B. Hitchceok, distinguished American 
journalist, news analyst and radio com- 
mentator, formerly European editorial 
manager of the Christian Science 
Monitor, foreign correspondent of the 
Chicago Daily News and other papers, 
and more recently personal aide to Dr. 
Eduard Benes whose life-story he is 
now writing. Mr. Hitchcock, who has 
just returned from England, France, 
Italy and Spain, where he has seen 
many of the most important leaders, 
will discuss “The Story Behind the 
News.” 





